Insurance Ubrary 


This full-page advertisement is being published in the 
Saturday Evening Post of September 27th. 
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What our past means fo your future 


This principle of trusteeship—followed unswervingly—is responsible for The Northwestern Mutual’s steady, consistent 
growth. Through good times and bad, through booms and depressions, wars and panics, each year this company’s 
assets have been greater than in the year before... 


beets want your life insurance at lowest 
cost. You want it adjusted to your indi- 
vidual needs and requirements. Then look 
at the principles of trusteeship behind The 
Northwestern Mutual—principles which, 
for 83 years, have given Northwestern 
Mutua! policyholders the most for their 
insurance dollars. Here’s why: 


POLICYHOLDERS 


——— 


: ~y We aee THE N 


Because The Northwestern Mutual has always 
3 placed its policyholder’s interests first, every 
applicant must be medically examined and carefully 
checked on other factors of risk. Thus, mortality 
has been favorable and insurance costs kept low 
for Northwestern Mutual policyholders. 
, The principle of placing the policyholder’s 
e interests above all others has led to unremitting 


emphasis upon prompt and efficient service to every 
policyholder. Northwestern Mutual agents are se- 
lected for their competence—their ability to give 
constructive, personal attention to the individual’s 
needs—not only at the time when he buys North- 
western Mutual life insurance, but throughout all 
the years he is insured with this company. 


Whether you are just starting on your life insurance program, or whether you are contemplating the 
purchase of additional insurance, it will be worth your while to consult a Northwestern Mutual agent. 
Let him show you why Northwestern Mutual policyholders stay satisfied! 


ORTHWESTERN MUTUAL 


LIFE INSURANCE COMPANY 


MILWAUKEE, WIS. 


It is one of ten such advertisements being published in the Post this year. 
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Have you a “hidden gold mine” of potential earning 














capacity which with | - 
— an opportunity ni 

— practical sales training | : 

— result-producing direct mail : 

— thorough and consistent field help : 

. — friendly cooperation at all times 
would help you realize your goal? : 
st 

Salesmen with the ambition to succeed will find a' real : 
opportunity with : 
st 
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Wall St. Girds for 
Drive to Remove 
Common Stock Ban 


N. Y. Legislature's Joint 
Insurance Committee 
Sets Hearing Oct. 20-21 


NEW YORK—Advisability of amend- 
ing the New York insurance law to per- 
mit life companies to invest in common 
stocks, as suggested by the Pike-Gesell 
report to the TNEC will be the subject 
of open hearings which the joint com- 
mittee on insurance law revision of the 
New York state legislature has tenta- 
tively scheduled for Oct. 20-21 at the 
state office building in New York City. 
It is expected that Commissioner Sum- 


ner T. Pike of the Securities & Ex- 
change Commission, who with Gerhard 
Gesell, special counsel of the SEC insur- 
ance study, conveyed the common stock 
suggestion to the TNEC, will be a wit- 
ness. Other advocates of common stocks 
will be there in force. 


Gathers Information 


For the last month Murray L. Watt, 
counsel of the joint committee, has been 
gathering information on the desirability 
of letting life companies buy common 
stocks. He has interviewed not only 
government officials but bankers, brok- 
ers, and investment trust executives. 
The New York Stock Exchange has 
placed at his disposal a vast amount of 
data which he requested, including the 
performance of 20 high grade common 
stocks over the last 20 years, also a study 
of 10 leading preferred stocks. 


All Will Be Heard 


The hearings will give every section of 
the financial world which is interested in 
the sale of common stocks to life insur- 
ance companies an opportunity to be 
heard, while the life companies them- 
selves will of course be permitted abun- 
dant opportunity to present their views. 

In spite of all that the Pike-Gesell 
report had to say about the desirability 
of permitting a limited investment in 
common stocks, none of the companies 
operating under the New York law 
seems to have departed from the long- 
held view that life companies should 
steer clear of common stocks. To the 
extent that any sentiment at all has been 
expressed it has been a reiteration of the 
opposition to common stock investments. 

he chief objection to common stocks 
for life company investment is that their 
future earnings and values are entirely 
too unpredictable to fit in with the life 
surance scheme of things, which is 
based on meeting certain definite future 
obligations, 

The possibility of a future speculative 
Profit does not offset the possibility of a 
future speeulative loss, for the company 
’4S a legally binding contract to meet its 
uture obligations. It could not offer to 
Pay off its obligatiogs at less than par 
on the ground that it would have paid 


August Sales Show 
Increase of 11.8% 


Group is Up 36.6, In- 
dustrial 7.4 and Or- 
dinary 10.1 Percent 


NEW YORK—New life insurance 
for August showed an increase of 11.8 
percent over August of last year, ac- 
cording to the Association of Life In- 
surance Presidents. The total for the 
first eight months of this year was 4.7 
percent greater than for the correspond- 
ing period of 1940. 

All classes contributed to the August 
increase. New ordinary insurance 
amounted to $442,028,000, compared 
with $401,648,000, increase 10.1 percent. 
Industrial insurance was $131,329,000 
against $123,110,000, increase 6.7 per- 
cent. Group insurance was $73,412,000, 
compared with $53,757,000, an increase 
of 36.6 percent. For the month, the 
new business of all classes was $646,- 
769,000 against $578,515,000 for August 
of 1940, increase 11.8 percent. 

For the first eight months, the new 
business of all classes was $5,088,929,- 
000, compared with $4,859,281,000, in- 
crease 4.7 percent. New ordinary 
amounted to $3,537,037,000 against $3,- 
388,017,000, increase 4.4 percent. In- 
dustrial insurance was  $1,106,200,000 
against $1,030,189,000, increase 7.4 per- 
cent. Group insurance was $445,692,000 
against $441,075,000, increase 1 percent. 








far more than par if stocks had only 
gone up instead of down. 

The New York department will be on 
hand for the hearings but will for the 
most part play a listening role. The 
department has consistently agreed with 
the laws prohibitng common stock in- 
vestments for life companies, feeling 
that such investments are too volatile, 
that they would be in the direction of 
giving companies a hand in the manage- 
ment of industries and that even though 
the percentage of any _ corporation’s 
stock that might be held were limited 
by law there would be constant pressure 
to increase the percentage. 


WALL ST. JOURNAL COMMENTS 


In its Sept. 12 issue the “Wall Street 
Journal” devoted a front page story to 
investment in common stocks by life 
companies. The conclusion of the 
“Journal” is that the legislative commit- 
tee can be expected to recommend such 
a proposal, and it calls attention to the 
fact that savings banks and _ trustees 
would undoubtedly also be permitted to 
invest in common stocks. 

“Life companies operating in New 

(CONTINUED ON PAGE 18) 


National Association 
Convention Report 


THe NationaAL UNDERWRITER is 
reporting the National Association 
of Life Underwriters convention in 
three special daily editions, which 
will be sent to subscribers direct 
from Cincinnati. Managing Editor 
Levering Cartwright, Frank A. Post 
and Charles D. Spencer are in Cin- 
cinnati getting out the daily edi- 
tions. 














Fill Out Program 
for A. L. C. Meeting 


Outstanding Speakers 
Will Appear at All Sec- 
tions of the Convention 


Additional features for the annual 
gathering of the American Life Conven- 
tion, Oct. 6-9 at the Edgewater Beach 
Hotel in Chicago have been announced. 

For the general sessions, which begin 
at 2 p. m., Oct. 8, and run through 
Thursday, Oct. 9, when the annual din- 
ner dance will close the convention, a 
number of outstanding speakers from 
both inside and outside the business have 
been secured. 

Julian Price, president Jefferson 
Standard Life, and head of the A. L. C., 
will preside at the general meetings, and 
he will open the section with his presi- 
dent’s address Wednesday afternoon. 


Robbins to Report 


Col. C. B. Robbins, manager and gen- 
eral counsel, will present his report. Dr. 
James S. Thomas, educator and econo- 
mist of Alexandria, Va., will discuss 
“New Frontiers for Smart People,” and 
Leonard W. Brockington, counselor to 
the war committee of the cabinet of 
Canada, Ottawa, will speak. The execu- 
tive section of the convention will be 
held Wednesday evening. 

Greetings from other national insur- 
ance organizations will open the Thurs- 
day session. Represented will be Na- 
tional Association of Insurance Commis- 
sioners, Association of Life Insurance 
Presidents, Canadian Life Insurance 
Officers Association, National Associa- 
tion of Life Underwriters, Chamber of 
Commerce of the United States, and Na- 
tional Fraternal Congress. F. E. Hus- 
ton, secretary and actuary American Life 
Convention, will discuss “Policy Devel- 
opments of 1941,” and Governor Green 
of Illinois will speak. 

At the distinguished guests’ luncheon 
Thursday noon, Lieut. Roger Q. White, 
assistant district public relations officer 
of the navy, Chicago, will be the prin- 
cipal speaker. 


Current Problems 


In the afternoon Edward B. Raub, 
president Indianapolis Life, will treat the 
subject, “Looking Ahead.” Dr. Marcus 
Nadler, professor of finance at New 
York University and consulting econo- 
mist, will discuss “The Role of Life 
Insurance Companies During the Emer- 
gency.” 

The program for the Financial Sec- 
tion under Chairman Charles F. Nettle- 
ship, Jr., secretary Colonial Life, has 
been filled out. James H. Clarke, assis- 
tant vice-president American National 
Bank & Trust, Chicago; H. W. Foskett, 
assistant vice-president Equitable of 
Iowa; Frank S. Vanderbrouk, executive 
vice-president Monarch Life, and W. B. 
F. Hall, second vice-president Lincoln 
National Life, all will give addresses 
Monday afternoon, Oct. 6. 


More Financial Features 


On Tuesday morning the Financial 
Section has scheduled addresses by Al- 
bert D. Brushaber of Woods, ‘Struthers 
& Co.,.New York; Wheeler McMillen, 

(CONTINUED ON PAGE 18) 





National of Vt. 
Goal $600,000,000 
by End of Year 


“It Can Be Donel” Vice- 
president Field Declares 
in Concluding Convention 


By R. B. MITCHELL 


Gains of the National Life of Ver- 
mont in new business and insurance in 
force have been so much above the 
average of companies reporting to the 
Sales Research Bureau as to cause much 
favorable comment and the goal of 
$600,000,000 in force may well be 
reached by the end of the year, Vice- 
president Edward D. Field declared in 
the closing address of the company’s 
leaders club convention at Virginia 
Beach. He urged the field force to keep 
up the good work and with reference 
to the $600,000,000 figure stated em- 
phatically that “it can be done.” 

An insurance in force total of $600,- 
000,000 would represent a gain of nearly 
$25,000,000, the in-force figure at the 
end of 1940 having been $575,062,151, an 
amount which represented a gain of 
$14,000,000 over the previous year. 


Praises Cashiers, Too 


Mr. Field praised not only the work 
of the agents but of the general agents 
and the cashiers as well, saying that 
they had done a “perfectly swell job.” 
He invited those present to share the 
pleasure of the Colorado Springs con- 
ference next year and te “raise your 
sights so as to join us at the Broad- 
moor.” 

Mr. Field’s reference to raising sights 
was in connection with the production 
requirements for attendance at _ the 
Colorado Springs convention. Qualifiers 
for the leaders club will have to pro- 
duce $250,000 instead of $200,000 while 
the minimum requirement to attend the 
convention will be $125,000 instead of 
$100,000 as at last year’s biennial con- 
vention. This year’s meeting was for 
leaders club qualifiers only. 


How to Build Morale 


Dayton O. Slater of Detroit, who 
qualified for the leaders club in 1932, 
his first year in the business and has 
done so ever since, gave several morale 
building suggestions. Quoting the 
scriptural verse, “And Jesus spoke as 
one having authority and not as the 
scribes Pharisees,” he urged knowing 
something better than anyone else in 
your city or field of activity. For ex- 
ample, an agent might make up his mind 
to know more about settlement options 
or trust agreements than anyone else. 

Another suggestion was to remedy a 
production slump by hard study. Noth- 
ing will do so much when a man is de- 
pressed as hard study he said, adding 
that “you cannot stop a man who 

(CONTINUED ON LAST PAGE) 
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Time to Ask Why Agents’ 








FeNATION. 


Pay Should Be Held Back 


By JOHN F. WOHLGEMUTH 


Plans that reach the public discussion 
stage on methods of compensating life 
agents seem to miss an important con- 
sideration, That is, the method of sus- 
taining a man while he is building up 
renewals. It is doubtful if there is a 
more important phase of the entire 
question. ; : : 

It may be that recruiting will have to 
remain a gamble for the insurance com- 
panies, the general agents and the re- 
cruits themselves. A chief exhortation in 
recruiting is to “get a man into produc- 
tion” at the earliest possible moment. 
The great fear is that even a ‘good man 
may be starved out if his earnings come 
too slowly. ; 

Few of the new proposals on agents 
compensation take specific account of 
the existing fact that agents need more 
money now and not in the future. | ; 

The basic pay at the present time 1s 
“fifty and nine’ fives.” Theoretically, 
this pays the agent all the conipan~ can 
afford the first year and then pays him 
for his work in holding renewals. This 
is supposed to protect the company. Ac- 
tually, it throws the gamble on the gen- 
eral agent. The general agent advances 
the producer all he can afford against 
the nine fives. Then in a good share of 
the cases the company finances the gen- 
éral agent so that the company’s money 
is used to buy the business after all. 


Invented to Check Waste 


Why not look the facts in the face? 
The present highly defective compensa- 
tion plan grew out of the great evils 
that led up to the Armstrong investiga- 
tion. For a period before 1905 the com- 
panies went wild on buying business. A 
hundred percent plus a bonus was not 
unknown as first year’s compensation. 
The company leaders had discovered 
that there was a big margin between the 
participating premium and the net cost, 
and there was a struggle to put the 
business on at any price. The “ton- 
tine” plan on dividends postponed the 
accounting to the end of the tontine 
period and there was money to burn. 
Superintendents of agents made their 
progresses around the country in spe- 
cial trains or private cars. 

Rebating, of. course, was the outcome 
of the high commissions. The Arm- 
strong laws limited the first-year com- 
mission to a figure that would check re- 
bating, because the agent would need 
the money to live on: At the same time 
it came to be accepted that the total 
compensation to the agent was properly 
about one year’s premium, if the policy 
persisted for a normal time. To prevent 
the agent getting his money too fast, the 
renewals were spread out over a nine- 
vear period. Theoretically, if the policy 
persisted nine years it was pretty well 
established on a permanent basis. 


Wild Days Are Gone 


The wild days of life insurance are 
gone. Adequate laws check extrava- 
gance. Supervision has developed to a 
high plane, and it is only in a few states 
with meager income that supervision is 
still somewhat farcical. 

In other words, the dangers which led 
to spreading out the payment of what 
an agent-earns over a period of nine 
years no longer exist. What reason is 
there now why an agent should not be 
paid his earnings when he earns them? 
No company can afford to buy business 
at an excessive price, and no agent can 
fool a company with poor business and 
get away with it. The companies are 
not that dumb. 

The real cure of the wild spending 
was the law requiring annual dividends. 
With that law in force, no company can 
stay very long in the field if it spends 
too much for business. The stock com- 
pany has an even stronger restraint be¢- 
cause the management is spending the 


money. It was spending 
money that led to the 
forced the Armstrong 


stockholders’ 
policyholders’ 
scandals which 
investigation. 


Cling to Old Plan 


All of the new proposals seem to cling 
to the spread-out method of «paying 
agents. In days when small towns had 
Fourth of July parades one feature was 
always a skinny horse drawing an an- 
cient buggy, with the thills prolonged to 
hold a bunch of hay, just out of reach. 
Except for the humor, it would have 
been better to put the hay under the 
horse’s ribs, instead of under his nose. 
The “nine fives” plan seems based on 
the same theory of tempting the subject 
to exeft himself, with about the same 
practical results in the way of sus- 
tenance. 

Is it time to ask why the agent’s pay 
for services rendered should be deferred? 
An immense volume of experience has 
been accumulated in this century so that 
an expert can look over any volume of 
business. and make a reasonable predic- 
ton on how it will persist. Of course it 
is not feasible to pay an agent 95 per- 
cent on all business written. It is part 
of the present calculation that the first 
year cost is a drain on the second and 
later premiums, and the actuaries would 
have very little difficulty in determining 
how much of the first year premium can 
be paid in immediate commissions with- 
out running up the erst. That would 
clear renewals out of the way as de- 
ferred, earned pay. Then a way to pay 
for actual work done on renewals could 
be devised. 


How Will He Buy Shoes? 


With baby shoes to buy this week, 
what does an agent care about 2 per- 
cent that will be paid him in the 20th 
vear of the policy he is going to write 
tomorrow, if he is lucky? 

Apparently few of those working on 
new compensation plans have dared to 
ask themselves why payments should be 
deferred at all. Even the Arnold plan, 
adopted for the Northwestern National 
Life on renewals, guarantees the ‘nine 
fives.” The Arnold plan pays the agent 
additional money when he demonstrates 
that he is doing effective work in keep- 
ing the policies in force. But why should 
the agent be paid any renewals unless 
he really does some work in keeping the 


have vested renewals? Vested renewals 
are simply a recognition that the agent 
has not yet been paid what he really 
earned when the policy was written. 
Why. should an agent be paid anything 
beyond the “nine fives?” The theory of 
paying something as long as the policy 
persists is a good deal like paying a la- 
borer for digging a post hole one-half of 
the regular pay, and then giving him a 
trifle each year as long as the post lasts. 


Even the Principle Is Doubtful 


Even the principle of deterred renew- 
als is open to criticism. The world has 
moved since 1907. Certainly by this 
time intelligent companies know that 
they hold men because their men are do- 
ing well, and not because of a starveling 
dole that might be forfeited in case of a 
change of company. It is doubtful if 
men who cling to the business because 
of accumulated renewals are worth much 
to the company anyhow. If the money 
is going to be spent, why not spend it 
constructively, instead of dragging it out 
to keep undesirable men in the business? 
As far as retirement provisions are con- 
cerned, the cost can be taken out of the 
commissions at any stage, and renewals 
need not be stretched out merely to pro- 
vide a source for retirement contribu- 
tions. 

The various states, of course, are full 
of laws limiting first year commissions. 
However, the key state is Néw York 
and the New York department, far from 
being a laggard on sound thinking, is 
apt to pioneer ahead of the companies. 
There is certainly plenty of actuarial tal- 
ent available to recast the method of 
compensating agents so as to produce 
mote effective results in agency building, 
without adding to the cost to the policy- 
holders, and then to pay for actual, con- 
structive work in holding renewals. 


Miller Heads Sales Executives 


Kenneth R. Miller, superintendent of 
agencies for Atlantic Life, Richmond, 
Va., has been appointed managing direc- 
tor of the National Federation of Sales 
Executives, New York. The federation 
has a membership of 5,000 sales execu- 
ti 





ves. 
Mr. Miller formerly was a consultant 
on the staff of the Sales’ Research Bu- 
reau. He became associated with At- 
lantic Life in 1938 as manager of agen- 
cies, being advanced to superintendent 
of agencies in 1940. He created the 
Buyers Guide to Life Insurance, and was 
responsible for the development of At- 
lantic’s sales promotional material. He 
is a charter member of the Life Insur- 
ance Advertisers Association. 





Participate at Agents’ 


Convention 








J. L. COLE 


_J. L. Cole, left; agency superintendent 
Connecticut General Life, presided at 
the first session of the agency conven- 





F. 


B. WILDE 


tion at Green Lake, Wis. Frazar B. 
Wilde, right, president of the company, 
made one of the principal addresses. 





Purpose and Value 


of Supervision 


PITTSBURGH — Pointing out that 
strong government supervision, by de. 
creasing the chance of insurance com- 
pany failures, diminishes the POssibility 
of government ownership and Operation 
of the insurance business, G. S. Van 
Schaick, Rochester, N. Y., Vice-presi- 
dent New York Life and former Ney 
York insurance superintendent, djs. 
cussed the proposals made to the Tem. 
porary National Economic Committee 
for the strengthening of state superyi. 
sion by cooperative action with the fed. 
eral government at the meeting of the 
Pittsburgh Life Underwriters Associa. 
tion and Pittsburgh Chamber of Com. 
merce. 

Mr. Van Schaick said that for some 
reason these proposals have received 
very slight attention, although there has 
been much talk about federal superyi. 
sion and the fears of many that this 
would centralize still further the power 
of the government at Washington. He 
said that the suggestion does not involve 
the federal government supplanting the 
states nor interfering with their regula. 
tory procedures, but acting as an adviser 
and a collector and distributor of infor. 
mation. The plan includes an advisory 
insurance council to be made up of state 
supervising officials, representatives of a 
federal insurance agency, insurance com- 
panies and policyholders. 


Strengthens State Departments 


The plan also brings out a number of 
other points for strengthening individ- 
ual state departments, Mr. Van Schaick 
continued. This includes the retention 
ot able insurance commissioners, re- 
gardless of politics, more help and more 
efficient employes at more adequate sal- 
aries, increase of tenure and enhancing 
of the importance of commissionerships, 
extension of civil service protection in 
the departments, removal of duties other 
than insurance supervision, elimination 
of special examiners and other patron- 
age practices, revision of the practice of 
assessing expenses of examination di- 
rectly on the companies, strengthening 
of state examinations, firmer control of 
agency practices, reduction of the nun- 
ber of approved policy forms, close con- 
trol of director activities in company 
affairs, more effective checks on com- 
pany management and aé_ revision of 
liquidation procedure by unification un- 
der an amendment to the federal bank- 
ruptcy act. Mr. Van Schaick said that 
he did not propose to argue the merits 
of this plan, but that it is probably the 
most constructive suggestion yet made 
for strengthening the system that most 
insurance men want to survive and he 
urged that it be considered carefully. 

Mr. Van Schaick said that the insur- 
ance companies should always be alert 
to oppose an opening wedge for federal 
control, if not federal ownership. On 
the other hand, he pointed out that the 
one argument which proponents of s0- 
cialized. insurance can make is_ based 
upon insurance company failures. lf 
governmental ownership and operation 
of insurance ever comes, he said, “it will 
be because supervision has proven 30- 
adequate to the tasks allotted to 1t. 
Hence, he said, isurance men should al- 
ways be interested in any measure which 
will strengthen supervision, because 1 
the structure of insurance proves soun 
there can be no argument for govert- 
mont ownership. 


Supervision Not New 


The Massachusetts insurance depart 
iment was established in 1854 and the 
New York department in 1859 and Mr. 
Van Schaick mentioned that these dates 
are often pointed out as the~- beginning 
of state supervision. He said; however, 
that supervision is actually much older 
than this and that reports of condition 

(CONTINUED ON LAST PAGE) 
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| ment and success. 


September 19, 1941 


LIFE INSURANCE EDITION 








Mut’l Benefit H. & A., 
United Benefit Life 
Agents Gathering 


President Criss Takes 
Issue with Pessimists on 
Business After War 


BEDFORD SPRINGS, PA. — The 
frst eastern convention of Mutual Bene- 
ft Health & Accident and United Bene- 
ft Life, companion companies, here, was 
attended by 300 agents and managers. 
Every office on the eastern seabord was 
represented. Officials from the home of- 
fice attended, headed by Dr. C. C. Criss, 
president. 

The Friday session in charge of D. S. 


Walker, Philadelphia manager, was 
headed by D. M. Brovan, San Francisco 
manager, who paid tribute to President 
Criss and his charming wife Mabel Criss 
for their abilities to organize and plan so 
the company now has close to $25,000,- 


000 in premium income. 


Tells of Honor Clubs 


Manager Helmbrecht, Buffalo, spoke 
of the Honor Clubs, membershin in 
which is an acknowledgment of achieve- 
To attain member- 
ship, he said, requires three attributes: 


' Complete knowledge of the business, a 


complete sales kit, and motivation, with 
personal sacrifice and vigorous determi- 
nation to succeed. He urged setting the 
Four Hundred Honor Club as a goal. 

L. R. Quinn spoke as a representative 
of National Association of Manufactur- 
ers, outlining world conditions and the 
job ahead. 

Vice-president F. S. Finch opened the 
session Saturday, with R. F, Sheehan, 
Newark manager. as chairman. Mr. 
Finch told the history of United Benefit 
Life. This company had been organized 
to start business Dec. 1, 1926, but due to 
an applicant having a change of age Nov. 
26, the starting date was moved back. 


' He advocated selling insurance as per- 


sonal property, pointing out in Decem- 


» ber, 1940, the average wage was $22 a 


week but in August, 1941, it was $31, 


| with many men earning $65 to $75 


» weekly in defense plants. These are the 
| best prospects today. The tougher sell- 
» ng ts in the higher income brackets. 


| Hold “Information Please” 


An “Information Please’ program, 
headed by Floyd Holdren, manager at 
Cleveland, was ‘held, including Vice- 


| presidents Sam Carroll and Finch and 
Agents S. I. Renish and Harold Good- 
; man, 


Don McCabe, manager of Mutual Life 


| of New York, in Wilkes-Barre, enter- 
» tained with his grand stories. 


The “Government Employes Benefit 


| Association” round table was conducted 


baits 


ee 


— 







b Belfi 


» ON Opportunities. 


by the Washington chairman, Joseph 
ore, 

Vice-president Carroll was toastmas- 
ter at the banquet. A. W. Heurtz, presi- 
dent of the Managers Association spoke 
W. V. Gormley, sec- 
retary to the commissioner of Massa- 


| chusetts, spoke on the responsibility of 


an agent to his company and the public. 
¥ hen public attitude is not favorable it 
is the agent’s fault, he said. This is due 
to the agent not knowing his contracts 


thoroughly and not presenting them cor- 
y. 


) President Criss Comments 


‘ President Criss remained in the back- 
po throughout the convention but 
pA nowledged an ovation by stating he 
vas glad to be judged by his sales force. 
be: Said the success of the companies 
a8 not due to any one group although 


the larger increase in business came 
from eastern territory. He expressed 
pride in the fact Mutual Benefit is the 
largest accident and health institution in 
the world. S. I. Reinish, Philadelphia, 
who wrote $586,294 ordinary in the first 
eight months, was presented the Presi- 
dent’s Cup. August was the largest 
month in the company’s history, Dr. 
Criss said. He said people are wonder- 
ing what conditions will be following 
the war. For five of the 10 years fol- 
lowing World War I there was, he said, 
the greatest prosperity in history. When 
the present war ends the United States 
will be the most outstanding country in 
the world, for it will then be first in 
maintaining the standards which have 
never gone backwards. 


Takes Issue with Pessimists 


He denied the truth of the contention 
held in some quarters that there will be 
sharp recession in the insurance business 
after the present defense emergency has 
passed 

“After the present emergency,” he said, 
“there will be no great falling off as 
there was at the end of the last war in 
November, 1918. At that time we de- 
stroyed our implements, sank our ships 
and stopped making munitions. When 
this present war is over with, the United 
States will be the most outstanding na- 
tion in the world. It will continue mak- 
ing planes and munitions to keep its po- 
sition. In the unemployment of 1920, 
our business was five times what it was 
in the war year of 1918. This war is no 
different, no worse. We have no need 
to worry.” 

“The very foundation on which these 
companies have been built are stepping 
stones to greater success. In the flu 
epidemic of 1918 all insurance compa- 
nies were alarmed. People with the flu 
died by the thousands. Some companies 
withdrew policies. Mutual Benefit did a 
foolish thing, beginning to issue the most 
liberal policy it ever had written. The 
epidemic had created in the public mind 

(CONTINUED ON LAST PAGE) 


Form Cooperative 


to Buy Farm Lands 


LINCOLN, NEB. — Eleven Polk 
county farmers have organized the first 
farm cooperative authorized under the 
bill fathered by Senator C. Petrus Peter- 
son, general counsel of Bankers Life of 
Nebraska, to enable farmers to form 
cooperative units to buy farm lands 
owned by insurance companies, the fed- 
eral land bank and other “unwilling 
owners.” Polk county is the former 
home of the senator. 

“There is no effort,” said Senator 
Peterson, “to promote or propagandize 
cooperative land buying. The enabling 
act is on the statute books for the 
benefit of any who desire to accept its 
provisions. The law is designed to cap- 
italize the future earning power of 
groups of young farmers and to reduce 
tenancy. The group plan is preferred 
because of the hazard involved in the 
life of the individual farmer. 


Companies Own Many Farms 


“The companies have something like 
10,000 farms on their hands. Land 
always has been regarded as good capi- 
tal, and is on their books at a figure 
they once regarded as a safe investment. 
It is just as safe now as when the loans 
were made, but we do not now have 
the young farmers in Nebraska with a 
sufficient capital of their own to make 
sizable down payments. 

“The unwilling owners would have to 
do one of three things: First, to sell to 
speculative purchasers who will continue 
the practice of farm tenancy; second, 
hold the land until actual farmers have 
accumulated sufficient capital to make 
a down payment, and third, sell now to 
young farmers who must depend on 
their future earning power on terms ac- 
ceptable to both and providing a reason- 
able expectancy of working out satis- 
factorily.” 








four-year old daughter. 


Writes the underwriter: 


tional trust agreement. 


needed additional income. 


for. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





Why Additional 


In this case the underwriter had sold the idea of life insur- 
ance to take care of the future education of the applicant’s 


“T filled out the application for 
$5,000 of Retirement Income at age 65, providing an educa- 
But in completing the application I 
noticed that he did not have sufficient insurance to provide a 
livable income during a period of acute dependency which 
would occur if the breadwinner were to go out of the picture. 


“Therefore I asked for an alternate policy which would com- 
bine the educational trust with a term rider to complete the 
The total amount was $12,535, 
but since $7,535 of it was term insurance the cost was well 
within the applicant’s buying power. 
for delivery of my contract I emphasized the need for the 
additional income, and he accepted the larger policy.” 


Perhaps too often an underwriter offers little more explan- 
ation for offering ‘‘an additional” than the fact that he hopes 
the applicant will buy more insurance than he had applied 
And yet there is no time when the importance of ex- 
planation of the need is more evident. The point to this sale 
is that here the underwriter rationalized in advance, and 
offered alternate plans rather than merely “more.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


When the time came 


+ 


JOHN A. STEVENSON 
President 

















Wisconsin National 
Agents Program 


Gather at Edgewater 
Beach, Chicago, to Cele- 
brate Record Year 


Complete program for the Wisconsin 
National Life agents convention at 
Edgewater Beach Hotel, Chicago, Sept. 
22-24, was announced this week. Busi- 
ness sessions will be in the mornings, 
with recreation in the afternoon and 
evening. 

A feature will be a baseball game for 
the men Monday, with a bridge party 
and tea for ladies, and dinner and enter- 
tainment in the evening. Tuesday after- 
noon will be devoted to golf and a sight- 
seeing tour, with a dinner-dance at night. 
This is the first time in the company’s 
history an agency convention has not 
been held at Oshkosh. 


Setting Records This Year 


_ Wisconsin National is enjoying one of 
its best years, in the life department, 
new business for the first eight months 
increasing 11 percent over the same pe- 
riod in 1940. Life business in force ex- 
ceeds $42,500,000, an increase of $1,063,- 
000 in the first eight months. Admitted 
assets increased over $350,000 in the first 
eight months and now are close to $10,- 
500,000. 

In the accident and health department, 
which is managed by G. A. L’Estrange, 
new business increased 43.1 percent over 
the first eight months in 1940, and pre- 
mium collections increased 22.5 per cent 
over the same period last year. The 
accident and health department shows 
much more increase in new business and 
premium collections than in any 12- 
month period in history, 

The convention program is: 


Monday, Sept. 22 


“Not Less, but More,” N. L. Gaddis, 
district representative, Marseilles, Ill. 

“Selling Life Insurance,” W. Del 
Curtis, district manager, Wausau, Wis. 

“Insuring Human Time Values,” H. R. 
Gordon, executive secretary Health & 
Accident Underwriters Conference, Chi- 
cago. 

“Prospecting,” C. H. Blanchard, field 
supervisor. 

“Personality Plus,” R. E. Martin, sec- 
retary. 

“Today’s Opportunities,” Ralph H. 
Kastner, associate counsel American Life 
Convention, Chicago. 

“Objections—So What?” 
Bergan, field supervisor. 

“Your Profit and Loss Account,” G. E. 
Harthun, agency assistant. 

“Life Insurance As a Career,” A. K. 
Wagner, district representative, Fond- 
du Lac, Wis. 

“Size and Strength,” V. B. Rosewarne, 
special agent, Grand Rapids. 

Luncheon. 


Tuesday, Sept. 23 


“Building Better Business,” J. C. 
Higdon, vice-president in charge of 
sales Business Men’s Assurance Com- 
pany, Kansas City, Missouri. 

“Building Enthusiasm,” M. S. Kirk- 
patrick, Michigan state supervisor, Grand 
Rapids. 

“Impressions of a Medical Director,” 
Dr. J. M. Conley, medical director. 

“What Signs Count,” Lee N. Parker, 
president American Service Bureau, Chi- 
cago. 

“Our Mutual Responsibilities,” 
Lichtenberger, treasurer. 

“Know Your Policy,” Paul Smith, spe- 
cial agent, Detroit. 

“Salary Deduction,” J. L, Clark, mana- 
ger Oshkosh agency. 

“Know Your Money’—sound film pre- 
sented by U. S. secret service. 

Luncheon. 


Kenneth C. 


oO. A. 


Wednesday, Sept. 24 


“If I Were an Agent,” A. C. Eastlake, 
actuary. 

“Complete Coverage,” Robert N. Sine, 
field supervisor, Lafayette, Ind. 

“Today’s Market,” A. K. Perego, spe- 
cial representative, Milwaukee. 

‘My Twenty-five Years,” R. J. Peplin- 


(CONTINUED ON LAST PAGE) 
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Union Continues 
Activity in N. Y. 


Seeks Recognition as 
Bargaining Agent for 
Metropolitan Debit Men 


NEW YORK—The CIO industrial 
agents union has resumed its attempts 
to gain recognition as collective bargain- 
ing agent of the 2,100 Metropolitan Life 
agents in the greater New York area, 
including thé adjoining counties of 
Westchester, Nassau and Suffolk. Leon 
W. Berney, general organizer, has writ- 
ten to President L. A. Lincoln of Met- 
ropolitan, calling attention to the in- 
creased cost of living and stating that 
“smaller debits, too low rates of com- 
missions, and the failure of the company 
to pay anything at all for much of the 
work that the agents are required to do 
all add up to an altogether inadequate 
income for the agent.” ; 

Claiming representation of a majority 
of the Metropolitan agents in this area, 
which has been defined as the appropri- 
ate bargaining unit by the New York 
state labor relations board, Mr. Berney’s 
letter asked Mr. Lincoln to fix a time 
and place at his earliest convenience 
“for the purpose of bargaining collec- 
tively with a committee representing 
your agents ...on matters of great 
urgency to the agents in the greater 
New York area relating to their condi- 
tions of work and rates of compensa- 
tion.” 

Having received no reply from Mr. 
Lincoln by Wednesday, the union 
scheduled a “demonstration” for Thurs- 
day at the Waldorf-Astoria, when a 
company conference was to be held. 


Charges Anti-Union Bias 


The union has also filed a complaint 
against the Metropolitan with the state 
labor relations board, charging that the 
company has “resumed its anti-union 
activities and discharged an employe for 
his union membership.” The company 
has always contended that in cases 
where the discharged employe happened 
to be a member of the union the reason 
for dismissal was not union activity but 
unsatisfactory work. 

The union is trying to get itself rec- 
ognized as bargaining agent for Metro- 
politan agents in this area without the 
formality of a labor board election, al- 
though it will seek that if the company 
is not willing to concede that th: union 
now represents a majority of the Metro- 
politan agents in this area. Several 
years ago the union won a state labor 
board election by an extremely small 
margin but by the time the applicability 
of the state labor laws to insurance 
agents was fought through the courts 
the one-year certification of the CIO 
union had expired. 

Whether the union could still muster 
a majority in a secret labor board elec- 
tion is problematical. An agent may 
line up with the union advocates if there 
is considerable pressure on him, or on 
the other hand he may identify himself 
with the anti-union element in his of- 
fice. Agents may ostensibly line up 
with the union or against it but not in- 
dicate their true sentiments except in 
_the secrecy of the voting booth. Con- 
sequently it is difficult to predict in ad- 
vance what the outcome will be. 

The union is now awaiting the labor 
board’s decision as to whether an elec- 
tion shall be held to determine whether 
or not it will act as collective bargaining 
agent for the 2,500 Prudential industrial 
agents in the New York City area. The 
union claims a membershi> of 2,000 of 
these men. 





Organize Kansas for Bond Drive 


Lee Wandling, president of Wichita 
Association of Life Underwriters and 
Kansas chairman for “M” Day for the 
sale of defense stamps and bonds, an- 
nounced Kansas is fully organized for 
the drive with the state divided in four 
districts, 


Scheufler, K. C. 
Attorney, Named 


Mo.. Superintendent 


JEFFERSON CITY, MO.—Edward 
L. Schuefler, Kansas City attorney and 
chairman of the Jackson county Repub- 
lican committee, has been appointed 
state insurance superintendent by Gov- 
ernor Donnell. Mr. Scheufler was 
named for a four year term ending 
July 1, 1945. He succeeds Superinten- 
dent Lucas, Democrat, whose term 
expired July 1. 

Mr. Scheufler has never before held 
public office, although he has _ been 
active in Republican politics in Kansas 
City for some years. He is 41 years old 
and had practiced law in Kansas City 
for 17 years. He is graduate of George 
Washington University and formerly 
was of Great Bend, Kan. Mr. Scheufler 
pronounces his name as though it were 
spelled “Shoyfler.” 

He will take office immediately, 
pending confirmation by the legislature 
in 1943. The governor’s first choice for 
the insurance post, Alroy C. Phillips, 
St. Louis, was rejected by the state 


senate just before it adjourned in July. 
The position of insurance superinten- 
dent is regarded as one of the most im- 
portant appointive ones in the state. It 
has been ably filled by Superintendent 
Lucas. Mr. Lucas, a former justice of 
the state supreme court, was a lawyer 
whose experience in insurance before as- 
suming the superintendency was limited. 
However, Mr. Lucas approached his job 
with a vigorous and realistic attitude, 
and his fairness and honesty in dealing 
with state insurance problems has earned 
him the respect of agents, the public and 
fellow commissioners. Mr. Lucas some 
time ago asked Governor Donnell to be 
relieved of his duties so that he could re- 
sume the private practice of law. He 
has, however, offered to cooperate 
wholeheartedly with his successor in 
getting the latter acquainted with some 
of the problems to which the depart: 
ment currently is devoting attention, 





Many Company Officials 
Attend Huebner Luncheon 


Some 400 Boston life underwriters, 
including company presidents and 
heads of educational institutions in and 
about Boston, paid tribute to Dr. S. S. 
Huebner of the American College at a 


luncheon given by the Boston chapte 
of C.L.U. Dr. Huebner spoke on “Th 
Practical Value of Education to Jp. 
crease Life Insurance Production.” }, 
was presented two cases of sample Ney 
England minerals to be added to hi 
collection, which is a personal hobby 
The presentation was made by F, |. 
Ganse. President James W. Daniels oj 
the Boston chapter presided. 


A Distinguished List 


Among those present were Pre. 
dents Bullock of State Mutual, Sea; 
of Columbian National, Rhodes 4 
Berkshire Mutual Life, Perry of Massa. 
chusetts Mutual, Benton of Bostoy 
Mutual Life; Vice-presidents Hunt oj 
New England Mutual, Wood of John 
Hancock, D. L. Marsh, president oj 
Boston University, Commissioner Har. 
rington, Prof. Lloyd Shaulis, Tufts 
College; Father Patrick Collins, sty. 
dent counsellor Boston College; Proj. 
Leo D. O’Neil, dean Boston University 
College of Commerce; J. O. Stalson, 
Harvard Business School; O. D. Mu- 
phy, president Boston Association of 
Life Underwriters; G. P. Smith, pres- 
dent General Agents & Life Managers 
Association, Boston, and B. L. Cook 
president Supervisors Association of 
Boston. 
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DIRECTED TO PARENTS 






Two radiant healthy children, portrayed in all 
the beauty of natural color photography, char- 
acterize the Great-West Life’s outdoor advertis- 
ing this year. It appears in every major centre 
in which the Company operates in the United 
States and Canada. Day and night where 
fathers and mothers pass to and fro’ along the 
thoroughfares, they come face to face with the 
challenge,—“Your Life Insurance is Their Se- 
curity.” . 


™GREAT-WEST LIFE 


ASSURANCE COMPANY 


HEAD OFFICE +--+ WINNIPEG 


Business in Force $640,255,615 
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| Spencer, Toledo general agent. 
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Penn Mutual Life 
Eastern Agents Meet 


Penn Mutual Life agents from nine 
eastern agencies met in a regional con- 
jerence at White Sulphur Springs, with 
William A. Arnold, general agent at 
Harrisburg, as general chairman, and 
René P. Banks, general agent at Cleve- 
land, as program chairman. 

Most of the sessions were held in eight 
seminar divisions, devoted to selling 
ideas and discussions. 

Vice-president Eric C. Johnson was 
the speaker at the first general meeting. 

At a meeting held for the wives, J. 
Douglas Grannis, Jr., general agent at 
Cincinnati, explained what the Penn Mu- 
tual’s retirement plan will do for its 
representatives. Mrs. Ester Mullin Pol- 
lock, of Cleveland, gave her ideas_ on 
how a wife can help the agent. Sam 
Vining, Proctor Electric merchandising 


manager, spoke on “What a Wife 
Should Know About Commission Sell- 
ing.” 


Chairmen of general sessions were 
Mr. Banks, Mr. Arnold and Charles E. 
Ken- 
neth W. Conrey, Pittsburgh general 
agent, made a presentation of the prize- 
winning selling ideas from the seminars. 
The final session was devoted to an 
elaborate report by John A. Stevenson, 
president, who gave detailed explana- 
tion of the progress of the company, il- 
lustrating the points with great charts. 
Agencies represented by those attend- 
ing were William A. Arnold, II, Har- 
risburg; Banks & Transue, Cleveland; 
Kenneth W. Conrey, Pittsburgh; Crow- 
ley & Marr, Washington, D. C.; Gaius 
W. Diggs, Richmond; A. W. Finley & 
Co., Louisville; J. Douglas Grannis, Jr., 
Cincinnati; Robert P. Gygli, Columbus; 
Samuel C. Lawrence, Charleston, W. 
Va.; Charles E. Spencer, Toledo; and 
Wootton & Addison, Baltimore. 





Wayne University Offers 
Life Insurance Courses 


_ Wayne University of Detroit is offer- 
ing two courses in life insurance this fall 
among six insurance courses on the eve- 
ning curriculum of the department of 
business administration. One course 
covers the economic and social signifi- 
cance of life insurance, analyses policy 
contracts and deals with the structure, 
management and investments of life 
companies. The class will meet from 
7 to 9 Thursdays at Jefferson intermedi- 
ate school. 

At the same hours and in the same 
school, the second course is to be held 
on Wednesdays. It will deal with busi- 
ness life insurance, and treat of the 
application of life insurance to business 
Policies and organization, protection 
against loss through legislation, taxation, 
natural and physical hazards, form of 
organization and new taxation and legis- 
lation. Roy R. Fuller, Eckert general 
agency Northwestern Mutual Life, will 
be the instructor. 





Foosaner to Give Course 
NEWARK—A course on “Life In- 


; Surance, Wills, Taxation and Trusts” 


- be given to a limited number of 
ife underwriters of northern New Jer- 
sey, by S. J. Foosaner, Newark insur- 
ance attorney. 

_ The course will start Oct. 2 and con- 
tinue for 12 weeks. 





Midland Mutual Uses Coin Bonks 


All active Midland Mutual Life agents 
Were provided with a coin bank to be 
used in securing at least one application 
on bank day, Sept. 10. Over 200 appli- 
= totaling more than $300,000 re- 
= Many agencies secured one or 
: cy applications from every licensed 
ag nt. The Purpose of this drive was to 
pd agents with the fact that a coin 
aa will aid in closing a sale. A spe- 
leas talk, built around the coin 
wast and a special rate sheet were pro- 

ed in advance of this campaign. 


Ill; Misses First NALU 
Convention in 14 Years 








ROGER B. HULL 


CINCINNATI—For the first time in 
14 years Roger B. Hull, managing di- 
rector and general counsel of the Na- 
tional Association of Life Underwrit- 
ers, missed attending an N. A. L. U. 
convention. He was unable to be pres- 
ent this week in Cincinnati, as he is 
confined to Columbia-Presbyterian Hos- 
pital in New York. He has been un- 
dergoing treatment for about 10 days 
and will be confined for at least an- 
other week. 

Mr. Hull had been feeling poorly for 
about two months, but had kept on the 
job until he entered the hospital. He 
appears to be responding well to treat- 
ment. 








Hartford College Increases 
Faculty, Fields, Courses 


New fields of concentration are being 
offered by Hartford College, which has 
opened its third academic year, and the 
curriculum has been bolstered by five 
new subjects. The new fields, each 
calling for three years of specialized 
study, are casualty, life and fire and ma- 
rine insurance. From the start the col- 
lege has offered a general insurance 
course covering all lines as well as a 
combination four year insurance-law 
course, both leading to the bachelor of 
science in insurance administration de- 
gree. 

Four new instructors have been added 
to the staff of the college. They in- 
clude Bernard Flaxman, assistant secre- 
tary and William S. MacKenzie, statis- 
tical and actuarial department, Hartford 
Fire; Howard M. Bromage, agency de- 
partment, Aetna Casualty, and Gordon 
ane actuarial department Aetna 

ife. 

The new courses to be taught are in- 
surance marketing, insurance account- 
ing, accident and health insurance, in- 
surance investments and advanced life 
insurance. 


Expect Record Turnout at Toronto 


It is now anticipated that the conven- 
tion in Toronto of the Sales Research 
Bureau and Life Agency Officers will 
be the largest in history. There will 
be just as many executives at the meet- 
ing as there have been at the Chi- 
cago meetings and the Canadian dele- 
gation will, of course, be exceptionally 
large. 

Goes with Franklin Life 

J. L. Cottrell, assistant secretary in 
charge of claims of Central Manufac- 
turers Casualty, Kansas City has re- 
signed to go with the Franklin Life of 
Springfield, Ill., at its home office. He 


has been with the casualty company 
since 1929. 
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Hint Drastic 
Action in Okla. 


OKLAHOMA CITY—Some of the 
life insurance general agents recently 
have been given to understand by their 
companies that they will not indefinitely 
continue to operate under the 4 percent 
premium tax that was enacted by the 
last legislature. This tax was put 
through in a surprise move, apparently 
due to gubernatorial influence. Next to 
Texas, it is the highest premium tax in 
the country, and some of the insurance 
companies have hinted that unless the 
burden is removed at the next meeting 
of the legislature, they will vacate the 
state. 





Question Arises in Quebec 


The Quebec government is studying 
the recent suspension by insurance com- 
panies operating in this province of loan 
and surrender privileges on policies in 
which the wife is the assured’s benefici- 
ary, a government official said. 

Philippe Brais, government leader in 
the legislative council and L. P. Pigeon, 
law clerk of the legislative assembly, 
will look into the situation and report 
to the province cabinet, Adelard God- 
bout, prime minister, said. 

Suspension of the privileges was based 
by the comanies on a Quebec appeal 
court judgment holding that neither hus- 
band nor wife could properly obtain 
such privileges where the wife is bene- 
ficiary. The judgment arose from an old 
Quebec law concerning insurance. 








You Pay in More and 
You Draw More Out 


H. Kennedy Nickell, star pro- 
ducer for the Connecticut Gen- 
eral Life in Chicago, tells a story 
to illustrate the point that the 
more one puts into life insurance 
the greater will be his return. A 
clergyman had a small parish in a 
country community and was paid 
a very limited salary. It was 
necessary for him to keep on the 
job all the time because he could 
not afford to take a vacation. 
Finally after some 12 years, 
members of his church and some 
other friends provided a fund so 
that he and his smali son could 
go on a vacation at a mountain 
resort, 

After they had been a few days 
at the resort a committee from 
the local church called on the 
minister saying that they would 
like him to preach for four suc- 
cessive Sundays. This was a 
small poverty stricken church. 
The minister told the committee 
that he had come to the resort 
to get away from preaching and 
church work. However, they 
kept at him and finally he agreed 
to preach for two Sundays. He 
and his smalf son went to the 
church and he noticed the collec- 
tion box near the pulpit. He 
dropped in a quarter and then 
conducted the services. The 
same routine was followed the 
next Sunday, he having contrib- 
uted 50 cents. At the end of the 
second Sunday’s service the 
spokesman for the committee 
told him that the church appreci- 
ated what he had done but it had 
no money to pay him. However 
as an honorarium, he said the 
church would give him anything 
that was left in the collection 
box. He took up the collection 
box, overturned it and out came 
two quarters evidently the two 
that the minister had contributed. 
When the young son saw the two 
quarters he said, “Isn’t it a pity, 
father, we did not put more in for 
then we would have gotten more 
out. 








Named General Agent of 
Bankers, Neb., in Creston, Ia. 








D. 


CRONIN 


L. 


L. D. Cronin, who has been ap- 
pointed general agent at Creston, Ia., 
by Bankers Life of Nebraska, will have 
his office at 117 North Maple street. 

Before service during World War 1, 
Mr. Cronin was employed by the C. B. 
& Q. railroad. Upon his return from 
Europe, where he served four months 
with the A. E. F., he returned to his 
position with the Burlington. In 1931 
he joined the Prudential at Creston, 
which company he left to go with 
Bankers of Nebraska. 








Equitable of Iowa Has 
New Programming Plan 


The Equitable Life of Iowa has re- 
leased a newly developed and most 
complete programming plan. This ma- 
terial has been devised so that it may 
be used with equal effectiveness in 
either substantial or modest program- 
ming presentations, and its operations 
are so simple that the use of the plan 
will be made a part of the early train- 
ing of all Equitable of Iowa agents. 

The new material is of two parts, 
the first part being a 24-page booklet 
called “Your Life Insurance Picture.” 
This work booklet, to be used only in 
definitely scheduled first interviews, is 
most ingeniously designed and_ will 
serve the agent in both the develop- 
ment of the prospect’s program, and 
also as a basis for service calls and 
repeat sales. 

The second part of the material, 
“The Analysis and Program,” is of 
loose leaf construction, and various 
forms are provided of a_ sufficiently 
flexible nature so that programs, no 
matter how simple or complex, may be 
readily set forth. Several forms of 
binders are provided for the conveni- 
ence of agents in assembling program- 
ming presentations. 


Actuarial Society Mid-year 
to Be in Canada Sept. 25-26 


The semi-annual meeting of the Actu- 
arial Society of America will be held at 
the Seigniory Club, Canada, Sept. 25 and 
26, with John M. Laird, president of the 
society and vice-president of Connecticut 
General Life, presiding. 

Business includes the presentation of 
new papers, discussion of papers pre- 
sented at the previous meeting, and in- 
formal discussion of topics of current 
interest. 


Motley on Agency Officers’ Card 

Arthur H. Motley, vice-president 
Crowell-Collier Publishing Co., will be 
one of the two speakers from outside 
life insurance on the program of the 








Sales Research Bureau and Association 
of Life Agency Officers at Toronto, 
Nov. 3-5. His subject will be “Selling 
and the Democratic Way of Life.” 





Dairy Man Pittsburgh Speaker 

A. J. Claxton, president of Meadow 
Gold Dairies, will speak on “Alert Sales 
Management” at meeting of the Pitts- 
burgh Supervisors Club Sept. 24. Amend- 
ments to by-laws will be considered pro- 
viding no president who serves for 12 
months shall succeed himself, for cre- 
ating a vice-president, and reducing 
quorum requirements from 50 percent of 
membership to 40. 





Inspection Work More Difficult 


The movement of vast populations to 
national defense centers such as the 
$75,000,000 powder plant under construc- 
tion at Childersburg, Ala., has greatly 
complicated the work of insurance in- 
spection services, I. A. McAllister, Bir- 
mingham manager Retail Credit Com- 
pany, told the Birmingham Life Agency 
Cashiers Association. He said it fre- 
quently is found the applicant has moved 
two or three times within the past two 
years. If he is working with a de- 
fense project it is often difficult to ob- 


tain any data on him, especially whey 
the agent failed to give information 3, 
to his previous addresses. Mr. McAj. 
lister urged agents and cashiers to give 
as much data on prospective policyholg, 
ers as possible in order that there woy) 
be no delay in rendering an inspectio, 
report. His records are cluttered wit, 
incomplete reports due to this cause 













Detroit Women Elect 


DETROIT — Florentine C. Heath 
Mutual of New York, was named chair. 
man of the women’s division of the 
Qualified Life Underwriters at the or. 
ganization meeting. Ruth Kelley, Cop. 
necticut Mutual, is vice-chairman; Dor. 
othy Reynolds, Provident Mutual, secre. 
tary and Gertrude Diegert, John Hap. 















cock Mutual, treasurer. M: 
year 

State Farm Agents Gathering ty 
Fire and life agents of the State Farm J and 
companies for southern Kansas held a 9 mow 
one-day school in Wichita under direc. § mait 
tion of Vice-president Morris Fuller of I orde 
Bloomington and John Gronner, Topeka, & ft ft 
state director. District Managers John Dep 


Cottingsworth, McPherson; H. J. Bu. 
lard, Dodge City; H. Jaeger, Salina; and 
W. Z. Johnson, Wichita attended. 













RESERVE LOAN 





Full Commissions 
Non-Forfeitable Renewals 
Single Case Agreement 
or Contract Basis 
Modern Underwriting 
Registered Policies 


AV AILABLE 


a few attractive Texas territories to men 
who have general agency qualifications 











LIFE OF TEX 
PAYS LOSSES WITHIN 
24 HOURS 
OF RECEIPT OF 
proors 











through it all, the Reserve Loan Life Insur- it 
ance Company of Texas has steadily 


ment serves agents and policyholders alike. 
Every co-operation is extended to its agents 
—modern underwriting with full, liberal com- 
missions, 


This is your opportunity to join us—to in- 
crease your selling as well as your earning 
power. Write us today. 
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fr. McAl. Chicago Banker 
oicsiet Treats Inflation 


cre wo ; : 
INSPE€Ction Guy Reed, vice-president Harris 
ered with Trust & Savings Bank, Chicago, ad- 
; cause. Me dressing the opening fall meeting of the 

Cheago Life Supervisors Club, expressed 

the conviction that inflation would_in- 

witably follow the present war. Em- 
>» Heath, Mim phasizing his belief in life insurance, he 
1ed chair. MME said that the spectre of inflation should 
n Of the Mot influence the buyer. Insurance 
t the or. Mm would still be the best way a man could 
ley, Con. [hedge against the future, inflation or not, 
an; Dor. (and would still be proportionately the 
al, secre. soundest investment an individual could 


hn Han- 





make. 

Mr. Reed saw in the first two or three 
years after the conflict a period of fever- 
ish activity in which the United States 
me will finance the rehabilitation of Europe 
ite Farm (and at the same time supply the enor- 
s held g (mous demand for goods which had re- 
er direc. Me mained unmet in the face of defense 
Tuller of (orders. The life insurance man will bene- 
Topeka, JM ft from this period as will everyone else. 


rs John I Depression to Come Later 


J. Bul ; 
ina; and In looking further, four or five years 
d. after the armistice, the prospect is very 


gloomy, he said. It is then that the 
——— United States will have to “pay the 
piper” for a staggering debt. It will 
be a well nigh impossible task, he said, 
for the government to meet maturities 
and pay the interest on this debt. In 
such a situation, any government will 
resort to the “printing press” method of 
securing capital. As history has shown 
on the heels of this will come the “flight 
from money” phenomena in whch con- 
fidence is lost in the dollar and people 
fasten values on commodities instead. 
Looking at the condition today, Mr. 
Reed termed group insurance the com- 
ing thing. An increasing social con- 
sciousness on the part of employers 
coupled with the fact that group insur- 
ance cuts down the excess profits tax, 
are playing right into the hands of alert 
group insurance agents. 


Market Among Wage-Earners 


He described the present high sur- 
taxes on individual incomes as the 
Worst enemies of life insurance, particu- 
f) larly because of the effect on the large 
| buyer. The market for the smaller pur- 
| chaser, buying from $1,000 to $5,000 
; worth, will, on the other hand, be ex- 
ceedingly good due to the strong rise in 
' workers wages, Mr. Reed saw increasing 
| Pressure being put upon citizens for buy- 
| ing of government bonds. He predicted 
| compulsory assignment of certain por- 
| tions of the incomes of the earnings of 
individuals and corporations to the pur- 

chase of defense bonds. 





ast When asked if he thought the effect 
ad 0 inflation: on this country would be 
but . devastating as that in Germany fol- 
f ‘owing the last war, Mr. Reed felt that 
ure it would not be so severe and that the 
ily pnd financial structure would be 
le on to weather it. However, he said, 
ation in the U. S. probably would 
Je- Dear all earmarks of the European de- 
be ; Dacle after the last war. 
its 





n- [| Georgia Agents Show 
Government How to Sell 
n- | Its War Risk Insurance 


1g PR in Georgia life agents have been 
Re & their bit for army morale and get- 
a oe results. They are Ed Dozier 
hi Rats Mutual and John Selser of 
Sie eet Mutual, both from 
These two men made several visits to 
ona Wheeler, to induce the soldiers to 
 Sringaes their families with government 
Hed risk life insurance. The result of 
io Binge for these two men were $1,- 
oe of business written. They can- 
i ry one battalion each visit. 
ine of the camp expressed pleased 
Bee = at these sales, made for 
pail nefit of the men in training. The 
Soe aaa efforts in that direction had 
vag it trifling results. As soon as 
wo trained and experienced life 


sactbee ae Lotsa ee 












Prudential Employes Buy 
Many Defense Bonds 





The Prudential’s home office staff has 
responded with a will to the opportunity 
to buy defense bonds. A month after 
the plan was submitted to employes, 
9,632, or 81.5 percent had signified inten- 
tion to purchase the bonds by payroll- 
deduction. 

“The response of the home office staff 
to our government’s defense savings 
bond program is most gratifying, Presi- 
dent Franklin D’Olier commented. “To- 
day we are conscious of performing a 
patriotic duty. This is as it should be. 
The defense of our American heritage is 
an obligation we all acknowledge. That 
we are able to care for this obligation, 
in part, with benefit to ourselves at the 
same time, is a circumstance peculiarly 
democratic. 

“Such a response is a source of per- 
sonal gratification. I am proud of the 
Prudential and the cooperation it is will- 
ing to give to our government—a co- 
operation and unity that is so important 
today.” 

The plan was on an entirely voluntary 
basis. At the end of week 7,500 subscrip- 
tions had been received. The monthly 
collections from home office employes 
will exceed $29,000. 

Seventeen divisions or departments 
subscribed 100 percent, as did the offi- 
cers. Subscriptions of 30 other divisions 
and departments were 90 percent or 
more. 








salesmen took on the task, results fol- 
lowed. 

The technique of this civilian sale to 
the military prospects was this: The 
two men team up and put on a com- 
bined promotion. The battalion’s com- 
manding officer having assigned an ex- 
ecutive officer to arrange details, the 
battalion is assembled, about 800 men, 
out of doors during the afternoon. On 
a speaker’s platform a loudspeaker is 
provided. 

Ed Dozier warms up to the audience 
and leads toward life insurance. Then 
in a brief paragraph he presents John 
Selser, who gives rapid-fire facts about 
life insurance protection. 

The battalion commander assigns sev- 
eral clerks to write applications follow- 
ing the half-hour Dozier and Selser have 
spoken. It takes about three hours to 
complete all the applications. 

Of course the two agents receive their 
reward in thank-yous, for there are no 
commissions, but they get real satisfac- 
tion out of the experience and out of the 
many evidences of an increase in the 
general interest in the life insurance 
idea. They say they have been hearing 
numerous human interest stories, very 
motivating. 





Report Operations of Swindler 


Operations of a man who posed as an 
insurance company representative to 
swindle widows of money on fake in- 
surance policies were reported by C. N. 
Shepherd, Cedar Rapids, secretary Iowa 
State Association of Life Underwriters. 
The man was reported to have been op- 
erating in eastern Iowa and to have ob- 
tained money from several widows in 
Dubuque. After obtaining obituary no- 
tices from newspaper files the man 
called on the widows and told them 
that their husbands had old paid-up poli- 
cies, which at a cost of $25 or $30 he 
would be able to cash in. 





Aviation Exclusion Clause 


ST. PAUL—The. Minnesota depart- 
ment is refusing to accept for filing war 
clauses of life companies where they are 
tied up with an aviation exclusion clause. 
The reason for this is that there is now 
a case in court involving aviation exclu- 
sion legislation enacted by the last leg- 
islature and until this is decided the de- 
partment is not accepting any filings 
that include such clauses. Straight war 
clauses that do not involve an aviation 
exclusion are being accepted. 








A 
“TREASURE CHEST 
of 
SALES OPPORTUNITIES !” 


That is the way one enthusiastic CWSL 
Agent described the wealth of new, 
streamlined "merchandise" which was 
made available to our Field Force in 
September. He was referring specifically 


to: 


THE NEW 1941 RATE BOOK with eleven 
brand new policies which are as liberal and flex- 
ible as any ever developed, with all former poli- 
cies dressed up in the modern way to meet 
modern needs and situations— 





—and— 


THE HOST OF LIBERAL NEW PRIVILEGES 
AND BENEFITS guaranteed in black and white, 
right in the new streamlined policy contract it- 
self, offering the policyowner unsurpassed flex- 
ibility in his insurance plan— 


—and— 


OUR COMPLETELY NEW KIT OF MODERN, 
HARD-HITTING SALES AIDS, field-tested pre- 
approach and presentation material, including a 
revolutionary new "visualizer" with which the 
Agent can show his prospect 22 different income 


plans! 
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Changes in Lif 
Agency Practices 
Sought in Canada 


TORONTO—In an effort to improve 
agency practices, it was suggested to life 
companies at the annual conference of 
the Superintendents of Insurance of the 
Provinces of Canada here this week that 
it would be advisable to determine to 
what extent selection and training of 
agents affects persistency of companies’ 
business. The suggestion was made by 
the standing committee on the licensing 
and regulation of agents, of which Su- 
perintendent MacLatchy, New Bruns- 
wick, is chairman. 

Mr. MacLatchy deplored the practice 
of many agents who accept personal 
notes in payment of life premiums. Su- 
perintendents decided that a strong rec- 
ommendation be made to companies that 
this practice be further discouraged. If 
it is deemed necessary to accept pre- 
mium payments by personal notes, it 
was recommended that these notes be 
made payable to the order of the com- 
panies and not to the agents. 


License Infractions 


It was pointed out that many life com- 
panies are not adhering to regulations 
on licensing of agents. Mr. MacLatchy 
said that some companies are sending 
out new agents after instructing them 
but before they are licensed. Compa- 
nies are responsible for such infractions, 
Mr. MacLatchy said, and recommended 
they take immediate action to stop this 
practice. 


Attorney-General Conant of Ontario 
stated that since the war started, life 
insurance has attained new significance, 
largely through its ability to help finance 
tremendous war budgets of the country. 
He congratulated the superintendents 
association on having completed 25 years 
of work, during which time insurance 
laws across Canada, in the main, had 
become more or less uniform. 


_ Mr. Conant called upon all _prov- 
inces in Canada to unite with Ontario 
in its fight against federal govern- 
ment legislation which will, when en- 
acted, impose a tax of 10 percent on 
premiums of British and foreign insur- 
ance companies in Canada that do not 
have a federal license. These compa- 
nies, are at present operating, for the 
most part, under provincial licenses. 


Encroaches on Rights 


Mr. Conant termed this an encroach- 
ment on provincial insurance rights, and 
he said it must be prevented or it will 
have far reaching effects on insurance 
companies, not only now, but with pos- 
sible future enactments of a different 
nature. Ontario has emphatically op- 
posed the legislation. The federal gov- 
ernment, due to Ontario’s protest, is 
taking the legislation to the supreme 
court in the near future to test is valid- 
ity, and at this hearing Ontario will 
have a delegation headed by Mr. Conant 
and Superintendent McNairn of On- 
tario to oppose the federal government's 
attempt to impose the tax. The attor- 
ney-general called on all the other prov- 
inces to back Ontario’s stand and have 
representatives in court, else the British 
and foreign companies may be burdened 
with a tax that “would make operation 
of business prohibitive.” 


Superintendent McNairn, Ontario, 
stated that the effect of war conditions 
on insurance and the financial condition 
of companies gives no cause for concern. 
The ordinary business of such compa- 
nies, he said, has continued without seri- 
ous interruption and with little, if any, 
reduction in volume. In other than life 
insurance business, the tendency is, as 
in the last war, for an increase in vol- 
ume and premium. 





Mr. McNairn charged that the 
agency system in Canada, both in 
respect of life and other than life 


business, is overcrowded. The situation 
in this regard, he said, has been caused 
largely by competition and the “desire 
for representation without too much re- 





Appeal Likely in 


Iowa Tax Case 


DES MOINES—Appeal of a Polk 
county district court decision to the state 
supreme court was expected on a test 
case holding that Prudential must pay 
the 2%4 percent premium tax on divi- 
dends used to purchase additional paid- 
up insurance. 

The company paid its 1939 and 1940 
tax amounting to $25,143 under protest. 
The tax was also paid under protest 
by some 12 other companies. 


Comments on Participation 


Judge Halloran of the district court 
commented that participating policies 
are the product of competition, put out 
for sale to the public with the so-called 
attractive feature of dividends. Plaintiffs 
stressed that the dividends are deter- 
mined by the company, after ascertaining 
that they have to a certain extent over- 
charged assured. It is not a return of 
part of the premium alone, it is a de- 
termination of what in the judgment of 
the officers and directors of the company 
this policy is entitled to under the terms 
of the policy, from the earnings of the 
company. In ultimate effect, it is no 
different when he pays it for added in- 
surance than if he took it as his money 
from the company and returned it to 
them n the exercise of this privilege 
which he has as a class, and the transac- 
tion is no different than if they went 
through the process of giving him the 
money and taking it back from him. 
What it pays for is insurance. 

Ray Murphy, former Iowa insurance 
commissioner, changed the ruling in 
1936 that the insurance companies would 
not have to pay the premium tax on the 
dividends. The present insurance de- 
partment reversed the ruling after re- 
ceipt of an opinion from the attorney 
general’s office that the tax should be 
paid by the companies. 





Form Detroit Supervisors Group 


DETROIT—P. W. Wolf, assistant 
manager Manufacturers Life, was elected 
president of the newly formed Detroit 
Supervisors’ Association. Frank Roulo, 
supervisor, Ryan general agency Penn 
Mutual, was named vice-president. A 
secretary will be appointed later. 

A predecessor organization, the De- 
troit Life Insurance Supervisors’ Asso- 
ciation, disabled in 1935. The new 
group will meet once a month for round- 
table discussion, each session to be con- 
ducted by an appointed leader. H. A. 
Cavanaugh, supervisor of the Mutual 
Life of New York branch, will conduct 
the Oct. 7 forum. 





Name Wisconsin Circuit Teacher 


Erbin Harenburg has been employed 
by the Wisconsin Vocational Schools 
to conduct life insurance classes for 
agents in Wisconsin cities. Instruc- 
tion will be given in the fundamentals 
of life underwriters and also in ad- 
vanced subjects leading to the C.L.U. 
degree. The Wisconsin State Associ- 
ation of Life Underwriters has cooper- 
ated with the State Board of Voca- 
tional & Adult Education to make the 
activity possible. 

Mr. Somber is a graduate of 
Northwestern University, a C.L.U., and 
has passed one of the two management 
examinations. He spent seven years as 
a personal producer in Milwaukee for 
Northwestern Mutual. For the past two 
years he has been agency supervisor for 
the Ben S. McGiveran agency of North- 
western Mutual, Eau Claire, gaining ex- 
perience in field training, joint work and 
office supervision. 








gard for the quality of representation.” 
While company agreements among the 
life companies have had some influence 
in correcting this situation, there is still 
much room for improvement. “Careful 
attention to the production record of 
life insurance agents now and in the 
future would do much to further correct 
this situation,” the superintendent said. 


C.L.U. 


Start Los Angeles Courses 


The Los Angeles C.L.U. chapter will 
open its C.L.U. Institute Sept. 22, with 
Dr, Floyd Burtchett as instructor. For 
those who have taken previous examin- 
ations study group work on Section V 
will start Sept. 17. 








Buffalo, N. Y., Chapter to Meet 


The Buffalo, N. Y., Chapter of C. L. U. 
will hold its first meeting of the fall 
season Sept. 23. M. L. Brizdle, newly 
elected president, will preside. A. L. 
Beck is program chairman. 





Large C.L.U. Class Enrolls 


Twenty-five persons have enrolled for 
study work at San Francisco in prepara- 
tion for the C.L.U. degree, according to 
Nels Nelson, general agent of Guardian 
Life and chairman of the educational 
committee of the local C.L.U. chapter, 
who is in charge of the work in coopera- 
tion with the extension division of Uni- 
versity of California. Additional enroll- 
ments are anticipated. It is planned to 
give the work in preparation for parts 


1, 2, 3 and 4 during the present tery, 
F. B. Wiley, Equitable Society, is chap. 
ter president. 


Pittsburgh Classes Opened 


Preparatory courses in life insurance 
fundamentals, law, trusts and taxes, anj 
finance have started in University 9 
Pittsburgh under the auspices of the 
Pittsburgh chapter of C. L. U. The 
classes will continue Monday nights 
until June 1. Instructors are F. J. Steven. 
son, fundamentals; M Jones, associ. 
ate professor of business law at the ypj. 
vercity; M. D. Bachrach, C. P. A, anq 
tax consultant, law, trusts and taxes, and 
Dr. Asher Isaacs, associate professor of 
economics at the university, finance, 











Chicago Classes Open Soon 


Review classes for the C.L.U. exam. 
inations, held at the downtown campus 
of Northwestern University, will begin 
Oct. 17 and last till May 22. Registra. 
tion for the classes should be completed 
by Oct. 10. 

The two semester C.L.U. course offer. 
ing college credit in Northwestern eve- 
ning school begins Sept. 30. Registra. 
tion for the course ends Sept. 20. 

All classes are conducted by George 
L. Grimm, supervisor H. G. Swanson 
agency, New England Mutual Life, 








by Southern companies. 


record. 


December 31, 


December 31, 1940... 


as an asset. 


Administration. 


Dillion 


DOLLARS 


Protective Life's total insurance in force recently reached 150 million dollars 
in a remarkable display of confidence in the company by Southern insurance 
buyers. Approximately 60% of all insurance sold in the South is now sold 


Protective Life's sales of new insurance in the first seven months of 1941 were 
37% greater than for the same period of last year, whereas the sales of all 
companies in the U. S. and Canada averaged only 4% ahead of last year's 


PROTECTIVE LIFE’S, TOTAL INSURANCE IN FORCE 


otek es sido se 
December 31, 1938.......... 


December 31, 1939...... 


September 1, 1941.. 


During the last 3 years Protective Life's insur- 
ance in force has increased nearly half as 
much as it did in the previous thirty years! 


OTHER SIGNIFICANT FACTS ABOUT THE COMPANY 


®No item of interest or rent past due as much as one is carried 


©96% of all mortgage loans are on a monthly repayment basis. 
71% of its mortgage loans are insured by the 


@Net rate of interest earned in 1940 was 4.2%. 


PROTECTIVE LIFE 


[INSURANCE COMPANY 





... » $150,026,746 


Federal Housing 
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Bids for Central | 
States Under 


Court Scrutiny 


ST, LOUIS—Circuit Judge Flynn is 
expected to accept the recommendation 
of Ray B. Lucas, retiring insurance su- 
perintendent, that the insurance and as- 
sts of Central States Life be turned 
over to Mutual Savings Life, organized 
py Alfred Fairbank, who was president 
of the Central States Life when taken 
over by the Missouri insurance depart- 
ment last November. 

American United Life, Indianapolis, 
withdrew as a bidder for the company. 
This action left only the bids of Mutual 
Savings Life and State National Life of 
St. Louis. 

Hearing All Week 


The hearing probably will continue 
through the balance of the week. Judge 
Flynn must either accept or reject rec- 
ommendation of Mr. Lucas. The court 
cannot order acceptance of the rival bid 
of State National Life at this time. 
Judge Flynn has indicated that he still 
has an open mind and wants to hear 
both sides of the Mutual Savings offer. 

Allen May, who recently completed 
special work on the legal staff of the As- 
sociation of Life Insurance Presidents, 
may head Mutual Savings Life. Until 
last March, Mr. May was for several 
years general solicitor of General Amer- 
ican Life, and served as a vice-president 
and counsel for the old Missouri State 
Life. G. P. Henderson, former secre- 
tary-treasurer of Central States, who has 
continued as agent for the Missouri de- 
partment since it took over the business, 
is also expected to be an official of the 
new mutual. 


Department Men Testify 


: Mr. Henderson and actuaries testified 
in court that a continuation of the re- 
habilitation process under management 
of the department would be futile be- 
cause Central States Life could not write 
anv new business. 


Judge Flynn indicated that he would 
sustain the motion of Mr. Lucas that 
the old Central States corporation be 
dissolved. 

Edward L. Scheufler, new superinten- 
dent, said that Mr. Lucas would be 
retained with the department in an ad- 
visory capacity until the Central States 
reinsurance matter had been disposed of. 


Mutual Savings Life qualified to do 
business in Missouri Monday by mak- 
ing a $100,000 deposit with the Mis- 
souri department. 

State National Life’s bid also pro- 
posed eventual mutualization of Cen- 
tral States. 


_ Central States had some 40,000 pol- 
icyholders and $65,000,000 of life insur- 
ance in force when declared insolvent. 
Examination showed an impairment of 
$4,457,568. . 


Details of Mutual Bid 


Mutual Savings Life’s bid proposes 
that it assume the policy obligations of 
Central States, including those assumed 
when the Central States reinsured the 
ee Life of Little Rock, Ark., in 


No lien is proposed for registered 
policies issued by Central States after 
April 12, 1934, but there would be a lien 
of 80 percent on the reserves of the reg- 
istered policies issued prior to that date. 
The lien on the non-registered policies 
would be 60 percent. 


At present there is a lien of 60 per- 
cent against all Central States policies, 
having been imposed at the time the 
“Missouri department undertook the re- 
habilitation of the company. This means 
that policyholders who desire to quit 
can only withdraw 40 percent of the 
cash value of their non-registered poli- 
ciés. That would also be the limit of 
their policy loans. Under the proposal 
under consideration the holders of reg- 
istered policies could withdrawn or bor- 
Tow 70 percent of their cash values. 
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Under the Mutual Savings proposal 
death claims would be paid in full to 
December 31, 1955, the principal of the 
lien being waived. There would be a 
five-year moratorium on policy loans 
and cash values, except loans would be 
permitted for the payment of premiums. 
This moratorium could be lengthened or 
shortened at the discretion of the su- 
perintendent. 


The new company would agree that 
its management expense should not ex- 
ceed the average management expense 
of 15 similar insurance companies, ev- 
cept that it would be allowed an in- 
crease of 25 percent in such expense 
for the balance of 1941 and 1942 to meet 
the special costs of the reinsurance plan. 


Central States policyholders objecting 
to the mutualization plan would have 
the right to file their objections and 
claims with the court. 


RECORDS 


Kentucky Home Life—New paid for 
business reached the highest total for the 
year to date during August and exceeded 
all new business figures for any August 
in history. More agents were appointed 
during August than in any previous 
month. 


Acacia Mutual Life—New business in 
August totaled $4,666,663, or almost 50 
percent more than a year ago. Issued 
business was up 28 percent. Lapses 
were down 32 percent for the month. 
Business in force increased $1,500,000 
which is considerably greater than the 
increase in August, 1940. 


Mid-Continent Life—New business in 
August totaled $1,238,395, the best month 
since 1929, all of it written in Oklahoma. 
This represented a 90 percent increase 
in new business over August, 1940. For 
the year to date new business is 40 per- 
cent above 1940 sales for the same 
period. 





Union Mutual—Paid business for the 
first eight months of 1941 showed a gain 
of 5.3 percent over a year ago. August 
figures were 49 percent higher than in 
1940. 


Farmers & Traders—August was the 
sixth consecutive month in which pre- 
vious paid business records were 
broken. Paid business showed a gain of 
53 percent over August, 1940, and was 
the largest month the company has had 
since August, 1937. Paid business for 
the first eight months is 23.5 percent 
ahead of the same period last year. 


Manhattan Life—Total paid produc- 
tion for the year ended August 31, was 
$18,119,307 compared with $17,577,436 
the previous year. Insurance in force 
gained $8,821,695, increase $1,000,000. 
Total insurance in force now stands at 
$91,707,105. 


Ernest Tuller, Northwestern WNa- 
tional Life, Portland, Ore. Completed 
six years’ consecutive weekly produc- 
tion, and for the last two years has 
averaged two apps a week, being in 
ninth position among the company’s 
leaders nationally. 


R. G. Leuzinger agency, Ohio State 
Life, Columbus—Led the United States in 
volume for the first eight months, and 
Willard Morris, agent, led in volume for 
August and for the year to date. 





Correct Draft Abuses 

LINCOLN, NEB.—State Adjutant 
General Henninger, to whom complaint 
was recently made by life underwriters 
associations that draft boards are per- 
mitting certain agents access to records 
of men liable to the draft, found it im- 
possible to formulate an order that 
would fit all of the angles of the situa- 
tion, and has referred the matter back 
to the complainants. They have taken 
the matter up with the companies whose 
agents were alleged to have misused the 
information thus secured, and have se- 
cured assurances in most cases that of- 


fending agents would be directed to 
cease the practices alleged to be un- 
ethical. 





Top Club Leaders on Trip 


M. F. Mulconery, Wichita manager 
of New York Life and Kenneth Fitch 
and Elmer Moore, agents president and 
vice-president, respectively, of the Top 
Club, left for the club meeting at Sun 
Valley. It is expected Fitch will qualify 
for the Million Dollar Round Table this 
year. 


N. J. Cashiers Meet in Newark 

The pros and cons of the 5 and 6 per- 
cent interest charge on policy loans will 
be discussed at the first fall dinner- 
meeting of the Life Agency Cashiers 
Association of New Jersey, Sept. 24 in 
Newark. 





Ranni Agency Wins Cup 

The Halsey Cup, awarded by Man- 
hattan Life to the general agency sub- 
mitting the greatest volume of quality 
business during June, July and August, 
was won by the James G. Ranni Agency, 
New York City. 





Advice on Writing Women 


In writing women, Miss Elsie Mat- 
thews of the Newark agency of the New 
York Life advises, remember that (1) 
they are cautious buyers, (2) they are 
slow in arriving at a decision, but once 
sold stay sold and are better centers of 
influence than men, (3) they are con- 
servative in planning for the future; 
men create estates faster than women, 


but women are better at conserving 
their estates, (4) 65 percent of all sav- 
ings bank accounts are in women’s 
names and (5) women do not buy hats, 
they buy fashion. She says 50 percent 
of the married women in this country 
are not sure of their husband’s age, date 
of birth, salary or where he was last 
night. 


Can Be Used Appropriately 


Equitable Society states that there is 
every indication that the new federal 
revenue bill when enacted will carry 
heavier imposts on estates. People with 
property whose estates would be sub- 
ject to inheritance taxes can be ap- 
proached even at this early date with 
the suggestion that inheritance tax in- 
surance may be in order. Pending the 
enactment of the revenue bill, Equitable 
says that many wealthy men and women 
will welcome a plan whereby through 
a special policy they may safeguard 
their estates at death from shrinkage 
due to transfer of taxes. 


Carl Nix of Springfield, Mo., has 
joined the agency of Farmers and Bank- 
ers Life at Fayetteville, Ark., operated 
by Ellis Poisall, general agent. Mr. Nix 
was formerly general agent at Ponca 
City, Okla. He will assist Mr. Poisall 
as a supervisor. 











Wilford E. Collins, 73, who previous 
to his retirement a year ago was with 
National Life of Vermont for more than 
50 years, died at Paulding, O., while 
visiting a sister. He was office manager 
of the Cleveland agency when he retired. 
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Professional Aspect of Underwriting 


LIFE companies in their agency conven- 
tions are stressing more and more the 
professional aspect of life underwriting 
so far as the field is concerned. The 
old hit and miss method, a crude ap- 
proach, are out of date. In order to 
qualify to handle a large case with any 
complications one must not only have 
a sufficient knowledge but he should 
know just how to use that knowledge. 
It is one thing to possess information 
of a valuable nature and it is another 
to know how to employ it in a practical 
way. 

The general impression seems to be 
now that in the larger cases if an agent 
feels he is not qualified he should seek 
help from someone who is. The pro- 
fessional underwriter is called in much 
the same way as the family doctor. 
The policyholder or prospect has con- 
fidence in him because he realizes that 
he has a fund of professional knowl- 


edge and he also possesses professional 
ability. He has the utmost confidence 
in such an underwriter and_ believes 
that he will do the very best in his 
power for the policyholder. He relies 
on his judgment. He puts, therefore, 
much responsibility on him. 

Because of this relationship it is 
highly necessary that an agent be par- 
ticularly qualified to give the right kind 
of advice. For that reason companies 
are insisting that their agents con- 
stantly keep refreshing their minds and 
do not forget to maintain their train- 
ing habits. They should never become 
rusty. Like doctors they should keep 
closely abreast of the times and study 
new ideas that are advanced. They 
should attend clinics, so to speak. Al- 
together there is a new era in life un- 
derwriting and it is all for the benefit 
of the people who pay the premium 
on the policy. 


Should Be a Dual Contract 


THE selling of insurance in particular 
should always be so geared that the buyer 
benefits as well as the seller. Insurance is 
often complicated. It has many ramifi- 
cations. There are many more or less 
technical questions involved in it. It 
has many duties to perform. Insurance 
requires intelligent service based on ex- 
perience and knowledge. 

Too often the salesman looks at the 
transaction. from his own selfish stand- 
point. The question with him too fre- 
quently is: “How much can I make out 
of it?” He loses sight of the real inter- 
est of the buyer and what this particu- 


lar contract will do for him. He either 
does not know how or he does not diag- 
nose the insurance needs of the buyer. 
After a sale is made the producer shouid 
keep in close contact with his as- 
sured in order to render him such serv- 
ice as is required, necessary or desir- 
able. The experienced, intelligent, trained 
and conscientious insurance producer is 
coming more and more into his own. 
His value is being recognized more 
keenly than ever. The old legal dictum, 
“Let the buyer beware,” does not need 
to be brought into play with such an 
insurance salesman. 


Improvement in Lapse Ratio 


One of the criticisms made in the 
TNEC investigation and the reports 
emanating from those participating was 
the lapse ratio of life insurance, particu- 
larly the industrial policies. Superin- 
tendent Pink of New York in his pre- 
liminary report on 1940 operations was 
gratified to record an improvement. The 
inference was drawn that the companies 
were centering their attention on this 
problem. 

President D’Olier of the Prudential in 
addressing its agency convention spoke 
about the situation in his company, com- 
paring the figures for 1936 and 1940, 
pointing out the better showing in the 
latter year in all classes. It is most en- 
couraging to study the industrial figures 
which reveal the effect of more effective 


conservation effort. The heavy lapse is 
on first year policies. In 1936, he stated, 
57 percent of the weekly premium busi- 
ness was in force after being issued one 
year, while in 1940 the figure was 73 
percent. Col. D’Olier recalled it was in 
1936 the Prudential took the position 
that it was prepared to sacrifice new bus- 
iness volume for the sake of higher qual- 
ity and more effective conservation. 
The experience of the Prudential in- 
dicates that once a company takes hold 
of an unsatisfactory situation, analyzes 
it, ascertains the causes and devises 
remedies, it can do much to cure it. The 
command to bring about a change 


should come from the top. Any move 
toward a major operation should be 


backed by the highest executives and they 


should see to it that only experts should 
use the instruments. Too many com- 
panies have not regarded conservation 
as a big job, requiring the attention of 
an important executive. Its stature in 
the company departments has been too 
small. Its ranking should be raised. 
President Stevenson of the Penn Mu- 
tual in an address to his own people de- 
clared it demonstrates a weakness in 
administration when a blanket denuncia- 
tion is made of the findings of an in- 
vestigating body, such as the TNEC, 
because some of its recommendations are 


unjust, impractical or erroneous. Con- 
structive, intelligent criticism from 
wherever it comes should be heeded. 


—= 


When a public body strikes at a yy. 
nerable spot known to the business a, 
such, then certainly administrative oj. 
ficers should get busy. 

Referring to the TNEC recommenda. 
tions and criticisms, President Stevenson 
speaking for the Penn Mutual said: “We 
are giving the reports on the investiga. 
tion very careful study with the ide 
that constructive criticism and recom. 
mendations should be accepted whenever 


and wherever 
abling us to 
better.” 


they would result in ep. 
serve our policyholders 


That is the spirit, in our opinion, that 
should motivate a company in such a 


situation. 








PERSONAL SIDE OF THE BUSINESS 





J. P. Leatherman of Lansing, Mich., 
agency manager for the Continental Cas- 
ualty and Continental Assurance, who 
has been on the Pacific Coast for several 
weeks, has returned to his office. 

John M. Sisk, supervisor in the Mil- 
waukee agency of the Bankers Life of 
Iowa and first vice-president of the 
Milwaukee Association of Life Under- 
writers, has been elected president of 
the “M” Club, organization of Mar- 
quette University alumni letter men. 

Arthur E. Reiter, who recently went 
from Rochester to become vice-presi- 
dent of Modern Life, Winona, Minn., was 
honored at a dinner there attended by 200 
members of the Winona Association of 
Commerce and of the Rochester Cham- 
ber of Commerce, of which he formerly 
was president. 

R. E. Caskey, group sales manager 
in the Chicago office of the Connecticut 
General Life, broke his wrist at the 
agency convention at Green Lake last 
week while he was playing badminton. 
Dr, A. J. Robinson, home office medi- 
cal director, gave him first aid atten- 
tion and then he was taken to the hos- 


_ pital for further treatment. 


Frank Du Bose, general agent of Old 
Line Life in Milwaukee, was elected 
vice-president of the Milwaukee Coop- 
erative Club, a service organization. 

Arthur L. Beck, Buffalo manager of 
National Life of Vermont, was ap- 
pointed chairman of the annual financial 
campaign of the Downtown YMCA. 

J. Boyd Bert, special agent of‘ Con- 
necticut Mutual Life in Erie, Pa., was 
critically injured in that city when his 
car crashed into a truck. 


Nearly 100 Buffalo life men attended 
an outing and lobster dinner in Ham- 
burg, N. Y., given by Jesse J. Letts, 
Buffalo manager Union Mutual Life. 
Managers of other companies as well 
as members of the Union Mutual agency 
were Mr. Letts’ guests. 


T. J. Binder, general agent of Equit- 
able Life of Iowa in Portland, Ore., 
asked all members of his agency to buy 
defense bonds, offering to contribute 10 
percent of the purchase price of bonds 
for the balance of 1941 and all of ’42 for 
each bond purchased by his staff mem- 
bers. 


George W. Schoeffel of Oregon Mu- 
tual Life, Portland, Ore., was selected 


as president of the annual Portland rose 


festival. 


John H. Rankin, Oregon general agent 
of Minnesota Mutual Life, was host to 
the agents from Oregon, Washington, 
Montana and northern California at Tim- 


berline Lodge 


on Mt. Hood. 


Lew Wallace of Canada Life, Port- 
land, announced his candidacy for govy- 
ernor of Oregon on the Democratic 


ballot in 1942, 


Frank W. Darrow, New York Life 


agent at 


Albuquerque, 
member of the city commission, 
coordinator of activities 


N. M., and 
was 


in connection 


with the practice blackout, when most 
of New Mexico remained dark for 45 


minutes, while 
over 67 cities. 


U. S. army bombers flew 
The blackout was pro- 


nounced 99 percent perfect. 
Franklin D’Olier, president of Pru- 


dential, 


committee of 


was elected to the executive 


the American Legion 


Founders at the fifth annual reunion in 
Milwaukee during the national conven- 


tion of the American Legion. 
national 


the first 


He was 


commander, The 


founders group is composed of veterans 
who launched the legion by participating 
in either the Paris or St. Louis organi- 
zation caucuses early in 1919. 


Gifford T. 


Vermillion, manager of 


Mutual Life of New York in Chicago, 
was honored by his staff at a meeting 
this week upon his completion of 30 
years in the life insurance business. He 


was presented 


can Beauty roses. 


has been in 


a bouquet of 30 Ameri- 
Mr. Vermillion who 


charge of the Chicago 


agency, one of several, for only a com- 


paratively 


short time, 


previously for 


many years was Mutual Life manager at 
Milwaukee where he established an out- 
standing record. 

Claris Adams, president Ohio State 
Life, was principal speaker at a_lunch- 
eon meeting of the Columbus Kiwanis 
Club, discussing “Democracy in Action.” 

W. R. Webb, assistant to the vice- 
president of Provident Life & Accident, 
was injured in an automobile accident 


near Warsaw, 


Ky., and suffered a pos- 


sible skull fracture. 


Charles G. Taylor, Jr., second vice 
president Metropolitan Life, who was 
severely injured in a tractor accident om 
his farm near Charlottesville, Va., is te 
cuperating rapidly although he is stil 


—_ 
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confined to Charlottesville hospital. It 
was at first feared he had sustained in- 
jenal injuries but this proved not to be 
the case. 

Miss Mary Elizabeth Silverthorne of 
Scarsdale, N. Y., and Henry Moir 
Cathles, younger son of President L. M. 
Cathles of North American Reassurance 
and Mrs. Cathles, were married Sept. 12 
at Hitchcock Memorial Church, Scars- 
dale. A reception followed at the Scars- 
dale Golf Club. The bridegroom, who is 
employed at the North American home 
ofice in New York, was named for his 
father’s close friend, the late Henry 
Moir, president of United States Life. 
L. M. Cathles, Jr., manager of the 
Aetna Life’s group department at To- 
ledo, was his brother’s best man. 

V. J. Skutt, president of United Bene- 
ft Life. Omaha, his wife and Miles 
Scheaffer, secretary of the company, and 
Mrs. Scheaffer were injured in a highway 
accident near Grand Junction, Ia. Mr. 
Skutt suffered head injuries, cuts and 
bruises and Mrs. Skutt sustained a 
broken nose and cuts. Mr. Scheaffer was 
badly bruised and his wife suffered a 
broken arm and head injuries. 

Scott Berridge, National Fidelity Life 
associate at Holton, Kan., was elected 
Kansas state commander of the Ameri- 
can Legion. He is in the district of 
which Preston Dunn is supervisor for 
National Fidelity. Mr. Dunn was state 
commander of the legion a few years 
ago, 

A sculpture to represent suitably the 
spirit of football heroes on the campus 
of the University of Nebraska, Lincoln, 
is to be created. This is the result of an 
idea of Harold Dillman, manager of the 
Lincoln agency of Security Mutual Life. 
He passed his idea along to the sports 
editor of the “Nebraska State Journal,” 
who started a “march of dimes” to fi- 
nance the project. 

Henry L. Gottesman, manager of the 
Newark agency of John Hancock Mu- 
tual, celebrated his 35th anniversary of 
continuous service with the company. 

Frank D. Hall, chief appraiser of 
Equitable Society, will be the principal 
speaker at a meeting of the Suburban 
Essex Chapter of the National Society 
of Residential Appraisers Sept. 22 in 
Newark. 

Dr. William R. Ward, chief medical 
director of Mutual Benefit Life, New- 
ark, was the principal speaker at the 
Constitution Day dinner held by the 
Orange chapter of the Society of the 
Sons of the American Revolution. He 
is a widely known historian. 

Maj. Robert J. Quinn, after 32 years 
as general agent of New England Mu- 
tual Life at Atlanta, became general 
agent emeritus, Linwood Butterworth 
takes his place. 

Roland Elliott, who achieved pro- 
nounced success as a life producer 
despite an unusual physical inipairment, 
8 In a serious condition following a 
stroke. He is a Rochester representa- 
tive of Northwestern Mutual and has 
“904 much publicized due to the fact 
that for 12 years a spinal affliction has 





WANTED 
ASSISTANT AGENCY 
SECRETARY 


Attractive, salaried opening in 
national life insurance agency 
organization (with midwestern 
headquarters) for man age 35- 
45 who has all-around qualifi- 
cations to asist with editorial, 
display and promotional litera- 
ture; edit house organ; and 
assist in field supervision. In 
writing, state fully all qualifica- 
tions. Inquiries held in strict- 
est confidence. Address O-12, 
The National Underwriter, 175 
W. Jackson Blvd., Chicago, Ill. 











made it impossible for him to sit down. 
However he equipped his automobile so 
that he could operate it and traveled 
extensively about his territory. 

William T. Earls, general agent Con- 
necticut Mutual Life in Cincinnati, was 
co-host with executives from the home 
office for a cocktail party preceding a 
dinner Wednesday evening in the Town 
Club for company representatives in 
Cincinnati this week to attend the life 
underwriters national convention. Mr. 
Vincent B. Coffin, the first vice-president 
and superintendent of agencies, was 
toastmaster. 

James Lee Loomis, president was 
present, as were W. P. Camp, publica- 
tions editor; W. G. Anderson, educa- 
tional director, and G. F. B. Smith, 
vice-president. C. J. Zimmerman, im- 
mediate past president of the national 
association and general agent for the 
company in Chicago and Earl Colburn, 
Rochester, N. Y., who is a member of 
the life underwriters board, were guest 
speakers. Members of the Cincinnati 
staff and their wives joined Mr. Earls 
in the hospitalities. 





Veteran Official of 
National Life, Vt., Dies 








OSMAN D. CLARK 


Col. Osman D. Clark, a director and 
former secretary of National Life of 
Vermont, died at Montpelier. He was 
85. He had been with National Life 
55 years, and was a grand-nephew of 
Dr. Julius Y. Dewey, founder of the 
company. He served the company 
under five presidents and saw it outgrow 
two office buildings. 

Col. Clark was born in Montpelier on 
the site of the National Life’s present 
home office building, the son of Capt. 
John W. Clark, who received the Con- 
gressional medal of honor in the Civil 
war. His great-great-grandfather was 
Colonel Jacob Davis, the first settler of 
Montpelier. 

He was graduated from Amherst in 
1876, studied law, and was admitted to 
the Vermont bar. He was trial justice 
five years. In 1884 he joined National 
Life as assistant secretary; 14 years 
later he was made secretary, and from 
1911 until his death he was a member 
of the board. 

He was commissioned colonel in 1898 
and served as acting commander of his 
regiment during the Spanish-American 
war. He was chief of the old Mont- 
pelier fire department for 17 years. 

A son, DeWitt A. Clark, is in the life 
insurance business in Seattle. 








Don A. Kirchner, special agent of Pa- 
cific Mutual at Topeka and former gen- 
eral agent there, died following a 
lingering illness. He started in the busi- 
ness with the old Brown Agency at 
Augusta, Kan., and had been in Topeka 
for over 15 years. 





DEATHS 


Anton Kocovsky, 72, veteran agent of 
Equitable Society in Milwaukee, died 
suddenly at his home. 


John F, Brandmier, vice-president and 
general counsel of Federal Life & Cas- 
ualty, died at the age of 51 at his home 
in Detroit after an illness of 10 months. 
Graduated from University of Minne- 
sota in 1916, he went to Detroit to 
practice law, and four years later be- 
came associated with the legal depart- 
ment of the Federal L. & C. Later he 
became general counsel and then vice- 
president and general counsel. He was 
active in the Knights of Columbus. 


Frederick W. Carrington, formerly 
prominent life insurance man of Rich- 
mond, Va., died at the Veterans Hospi- 
tal in Roanoke. He formerly was asso- 
ciated with the Mutual Benefit, Provi- 
dent Mutual and Aetna Life in Rich- 
mond. 


Jack B. Henry, 37, special agent of 
Acacia Mutual Life, and vice-president 
of the Birmingham (Ala.) Association of 
Life Underwriters, died after a short 
illness. A native of Woodward, Okla., 
educated in Galveston, Tex., he went to 





Birmingham in 1929. He was past mas- 
ter of King Solomon Lodge of Masons 
and active in C. L. U. work. 


~ COMPANY MEN 


Manages Ala. for Shenandoah 


Andrew J. Lewis has been ‘named 
state manager for Alabama by Shenan- 
doah Life. He went with the com- 
pany two years ago as manager at 
Rocky Mount, N. C. When the North 
Carolina branches were consolidated, 
Mr. Lewis was made associate state 
manager. 


Ansley Is Placed in Charge 


R. K. Ansley was appointed super- 
visor of the Hollerith section in the Pa- 
cific Mutual Life home office. 


Appointed to Investment Staff 


Connecticut Mutual has appointed tc 
its investment staff, Howard Vultee, 
manager of the research and investment 
management division of Shields & 
Company, New York investment house. 
Mr. Vultee has been engaged in invest- 
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"LIFE » ACCIDEN 
Ee .. i ee 2 


To Union Mutual policyholders, Port- 
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complete, personal insurance protection... 
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tage of agency-minded management, and 
the prestige of aCompany whose character 
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associated with several New York in- 
vestment houses. For several years he 
was assistant to the president of Pru- 
dential Investors, Inc. 

Mr. Vultee is past president of the 
New York Society of Security Ana- 
lysts, and is currently chairman of the 
Analysts Club in New York. Before 
entering the investment business, he was 
associated with a construction firm as 
purchasing agent and assistant con- 
struction superintendent. 


COMPANIES 


Phoenix Mutual 
Broadens Retirement 
Plan Benefits 


Phoenix Mutual Life, one of two com- 
panies to pioneer a retirement plan for 
salesmen, has announced new and 
broader benefits under its renewal in- 
come stabilizing plan. The original plan 
goes back to 1924 and the more liberal 
provisions are the result of experience 
and research. 

Under the new schedule of benefits 
the average salesman can now look for- 
ward to an increase of better than 50 
percent in income at retirement over 
the old plan. Those now under con- 
tract will receive the increased income 
as if the new plan had been in effect 
from the start. 

Normal age of retirement, after 20 
years’ service, continues to be 65. How- 
ever, any man who serves the company 
25 years has the privilege of retiring at 
age 60 on approximately two thirds of 
the benefits at 65, or he may retire at 
any age between 60 and 65 with a pro- 
portionately larger income. 

he plan is noncontributory and 
credits for retirement are based on the 
renewal commissions paid from age 45 
on. Extra credits are earned for qual- 
ity business on which the lapse experi- 
ence is better than company average, 
but no deductions are made if the lapse 
experience is less favorable. Any sales- 
man has the privilege, through voluntary 
participation, of increasing his retire- 
ment income at age 60, or any other age 
he chooses to retire. Special benefits 
providing income for permanent and 
total disability are also included. 

In January, 1944, the plan becomes op- 
erative for those men then regularly 
eligible. It already is in operation for 
those who have had 25 years of serv- 
ice, and have attained age 65, and they 
are receiving benefits regularly. Dis- 
ability benefits also have been paid to a 
number of men. 











Columbus Mutual Starts 
Victory Drive Campaign 


The Columbus Mutual has started its 
two months victory drive campaign end- 
ing Oct. 31. It centers about “V” the 
symbol found scratched on _ fences, 
houses and all sorts of places in sub- 
paeend countries abroad. ‘“V” stands 
or: 

V(Five)) selling plans. 

Visualized selling. 

Volume production. 

Valuable prizes! 

All prizes will be paid in defense bonds. 
The company thus mobilizes its forces 
for increased effort but the success will 
add materially to the defense fund. 


Sun Declares Regular 


Sun Life of Canada declared a regu- 
lar quarterly dividend of $3.75 per share 
rs the quarter ended Sept. 30, payable 

ae 


N. E. Mutual Rental Agent 


New England Mutual Life has ap- 
pointed Charles F. Noyes Co. rental 
agent for its new home office building. 
Floor area of the new building is ap- 
proximately 350,000 square feet. New 





England Mutual will occupy all of the 
space above the first floor for its home 
offices. 


Ohio State Drives for Adams 


Agents of Ohio State Life are in a 
two-month campaign honoring Claris 
Adams, president, who has just com- 
pleted his fifth year in that post and 
also commemorating the company’s 35th 
anniversary. 


Liberty National Changes Name 


‘ST. LOUIS—Stockholders of Liberty 
National Life have voted to change the 
name to National Home Life. The pur- 
pose is to avoid confusion with other 
companies having a similar title. 

At the same time stockholders autho- 
rized an increase in capital from $25,000 
to $100,000, with an increase in surplus 
of approximately $60,000. 


Equitable Defense Bond Plan 

Equitable Society has adopted a pay- 
roll deduction plan whereby employees 
may conveniently set aside a portion of 
their earnings to purchase defense sav- 
ings bonds. 


CHICAGO 


BLACKALL TO SPEAK 

















Insurance Commissioner J. C. Black- 
all of Connecticut will be the speaker at 
the annual luncheon of the insurance sec- 
tion of the Illinois chamber of commerce 
to be held in Chicago, Oct. 3. Commis- 
sioner Blackall is one of the outstanding 
officials of the country and is the imme- 
diate past president of the National As- 
sociation of Insurance Commissioners. 


SPEAKERS FORUM RESUMES 


The Exchange Speakers Forum of 
Chicago will open its sixth season the 
evening of Sept. 23. This is one of the 
oldest groups of the kind working ex- 
clusively among insurance people in the 
United States. It is open to both men 
and women seriously interested in this 
subject. 

In the last five years there has been a 
tremendous growth of nublic speaking 
groups throughout the country and 
among all branches of commerce and in- 
dustry. The Exchange Speakers Forum 
is one of the pioneers of this idea among 
insurance workers. 

Further particulars about the activity 
and operation of the forum may be se- 
cured from Jeffery Poole, Hartford Fire, 
telephone Superior 0444, or R. E. Baker, 
Wabash 5445. The Forum is open for 
new members up to and including Tues- 
day, Oct. 21. 





OFFICE HELP JOB CLINIC HELD 

An insurance job clinic for prospec- 
tive girl employes, sponsored by a com- 
mittee of Chicago insurance women, was 
held in Chicago last week. More than 
75 high school, college and business 
schoo] graduates were in attendance. 
The purpose of the clinic was to make 
the girls familiar with the jobs insur- 
ance has to offer, the qualifications 
necessary for securing and holding the 
jobs and a general picture of the in- 
dustry. Along this line, the sponsoring 
committee compiled a written survey. 

The sponsors felt that they made a 
strong start. They feel that the job 
clinic and the survey will serve as a 
focal point for further development 
along this line in Chicago. The com- 
mittee is concerned with the situation 
that now exists as regards girl employes. 
The industry has experienced difficulty 
in securing office help and those who 
do apply for jobs are often woefully in- 
experienced and lacking in the proper 
qualifications. The sponsors hope that 
they can create a pool of high class job 
applicants who are acquainted with the 
fundamentals of the business. 


The V. J. Harrold agency at Fort 
Wayne, Ind., of. Lincoln National Life 
was awarded a plaque upon reaching 20 
millions in force, 
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LIFE AGENCY CHANGES 





—— 


Canada Life Superintendent 
Becomes Toronto Manager 


T. W. F. Norton, manager of the 
Toronto city branch of Canada Life, 
has resigned to return to personal pro- 
duction field, and is succeeded by R. J. 








R. J. TRENOUTH 


Trenouth, one of the company’s super- 
intendents. Mr. Trenouth has been 
with the Canada Life since 1918. In 
1922 he became manager at Wind- 
sor. In 1929 he became western super- 
visor, the next year assistant superin- 
tendent and in 1938 superintendent. 

C. P. Robinson, branch secretary at 
Lansing, is returning to the home office 
in the loan and surrender department. 
Miss F, M. Robinson of Windsor, past 
president of the Windsor Life Under- 
writers Association, also goes to the 
home office to assume special duties in 
the educational department. 


Fowler to Southern N. Y. 


C. Herbert Fowler, for the past seven 
years New Hampshire general agent of 
Monarch Life, with offices at Manches- 
ter, has been transferred to the south- 
ern New York agency with offices at 
White Plains, N. Y. Mr. Fowler opened 
up the company’s first office in New 





Hampshire in November, 1934, and has 
built one of the largest accident and 
health agencies in the state, with 15 full- 
time representatives. The agency has 
been one of Monarch’s leaders in acci- 
dent and health for several years. Mr. 
Fowler was instrumental in organizing 
the New Hampshire Accident & Health 
Association and served as its president 
until last June. 

The New Hampshire agency will be div- 
ided into two parts. Wood, Ber- 
lin, N. H., is promoted to general agent 
in charge of the northern section and 
Ray Plummer of Laconia becomes gen- 
eral agent at Manchester. 


Winston Named Head of U.S. 
Life’s Cuban Department 


A. H. Winston, former agency assis- 
tant of United States Life, has been ap- 
pointed branch manager of the com- 
pany’s Cuban field with headquarters in 
Havana, Cuba. 

Mr. Winston, who left for his new 
post last week, joined the United States 
Life agency force in 1937 as an agent of 
American International Underwriters. 
He later joined another United States 
Life general agency, Dascit Underwrit- 
ers, and in 1939 was appointed agency 
assistant at the company’s home office. 

Mr. Winston attended St. Lawrence 
University and later studied life insur- 
ance at New York University. 


Zimmer Associate at Columbus 


R. K. Zimmer, for the past 10 years 
with Pacific Mutual Life, has been 
named associate general agent of Penn 
Mutual Life at (Columbus, O., associated 
with R. P. Gygli, general agent. Mr. 
Zimmer was president of the Columbus 
Association of Life Underwriters in 
1938. 








Two Missouri Appointments 


C. F. Montague, who has been a suc- 
cessful life insurance salesman for 17 
years, was appointed home office general 
agent by Missouri Insurance Company, 
St. Louis. Arthur Anderson_ becomes 
agency supervisor, succeeding P. L. Tem- 
ple, resigned. He has been agent and 
general agent for several companies. 





Mecke Manager at Baltimore 


W. J. Mecke, assistant manager of the 
Miami ordinary agency of Prudential, 
has been promoted to manager at Balti- 


more agency. He was assistant man- 
ager at Philadelphia for three years. Mr. 
Mecke was president of the Miami Life 
Underwriters Association. 


Grogan Named by Bankers, Ia. 


Bankers Life of Des Moines has ap- 
pointed R. E. Grogan special representa- 
tive for Cheyenne and vicinity. 


POLICIES 














Several Changes Made in 
Rates by Seaboard Life 


The new rate book of Seaboard Life, 
Houston, covers some new policy forms, 
some rate increases and cash value ad- 
justments. The new contracts are: Mul- 
tiple protection which provides $1,000 
protection to age 65 at which time pre- 
mium payments cease and policy con- 
tinues with $400 insurance; endowment 
age 65; 15 and 20 year term, and fam- 
ily maintenance which provides $10 
monthly income for a specified number 
of years after death with face amount 
then payable. 

The paid-up at 60 has been made a 
preferred risk for minimum amounts of 
$2,500; premiums are higher ages 10 to 
35 inclusive, and lower for ages 36 to 
39. Premium increases also include all 
continuous premium endowments; 20 
payment endowment age 65; 10, 15, 25 
and 30 payment life; life paid-up at 55 
and 65; juvenile policies; and all single 
premium contracts. The life expectancy 
has been made automatically convertible 
to special whole life at an adjusted pre- 
mium which is considerably less than 
the whole life rate at attained age. II- 
lustrative new rates are: 


Paid- 20 
Multi- up 20 End. Pay. 20 

ple Age Year Age End. Year 

Age Prot 60 nd. 5 65 Term 
0 - * $42.10 $13. “18 = | Mere 
15 a .22 14.81 24.61 a 
20 $12.08 1338 42.40 16.89 rat $ 8.55 
25 13.40 17.76 42.65 19.64 30.33 9.09 
30 15.14 21.04 43.04 23.41 34.18 10.17 
35 17.48 25.80 43.91 28.68 38.97 12.22 
40 20.76 eee 45.28 36.40 e- 15.52 
45 25.98 47.66 47.66 20.89 








Opens Los Angeles Loan Office 


Pacific Mutual Life has formed a 
special Los Angeles district office di- 
vision of its mortgage loan department. 
J. D. Engle, for some years associated 
with the company’s mortgage loan ac- 
tivities, has been placed in charge of 
production in the new unit. 






















BUILDS 


SUCCESSFUL 


AGENTS 



































ihiksriwelitas f =S 


Ger irexetitt 









FOUNDED 


‘Des Illoines, 


IN 1897 


Iowa 








IN THE BEGINNING 


Time: December, 1933. 

Place: Hotel Pennsylvania, New 
York City. 

Event: Eastern Round Table of 
Life Advertisers Associa- 
tion. 


— BLC— 


Life Advertisers had mulled over 
life advertising problems all day. 

At the end, a vice president of a 
great New York life insurance com- 
pany outlined plans for Life Insur- 
ance Week in 1934. 

A New York advertising agency 
was to handle the advertising and 
had the situation well in hand. 
BUT, a catchword, a slogan was 
wanted. Life Advertiser, please re- 
spond. 

A Bankerslife advertising man 
considered this plea during his long 
homeward journey to Des Moines. 
And this occurred to him: 


“DOUBLE DUTY DOLLARS” 


So he wired the phrase to the vice 
president who had made the plea. 
And that was the end of that. 

But, Bankerslife, planning a 
sales promotion for 1934, gave 
“Double Duty Dollars” 
place in the program. It “caught 
on" at once, and, for seven years 
now, has played a major part in 
Bankerslife national advertising and 


a minor 


sales promotion plans. 

Its impress upon the public 
through national advertising has 
been such: 

That now, on an average of once 
every day, some man or woman, 
somewhere, takes pen in hand to 
write us: ‘Please tell me about 
Double Duty Dollars!’ And how 
many, do you suppose, don’t write? 


-— BLC — 


BANKERS LIFE 





“Established uw” COMPANY 
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LIFE SALES MEETINGS 





N. E. Mutual Agents 
to Hold Regional 


Sixty members of New England Mu- 
tual’s field force in the south-central 
states will meet at Hotel Arlington, Hot 
Springs, Ark., in a regional conference 
Sept. 26-27. New sales plans will be 
presented, there will be a dinner with 
the company as host, and recreation. 

P. A. Miller, Topeka general agent, 
will speak on “Financial Democracy in 
Action;” S. B. Oakes, St. Louis, “Self- 
Organization;” Isadore Samuels, Den- 
ver general agent, “Champions of 
Democracy;” E. O. Ohman, Des Moines, 
and Christopher Goldsbury, Houston, 
“Career, Underwriting Sales Siants,” 
and C. C. Webber, New Orleans, and E. 
L. McClure, Kansas City, will discuss 
business insurance. 


Panel Discussion of Prospecting 


The first day there will be a panel 

discussion of “Prospecting,” with F. G. 
Bray, Houston, general agent, as chair- 
man. The experts will include: F. W. 
Dedman, general agent, Knoxville; I. J. 
Diaz, New Orleans; Ed _ Felsenthal, 
Memphis; R. W. Fischbeck, Des Moines: 
W. A. Gray, supervisor St. Louis; T. G. 
Harrison, general agent Nashville; A. 
O. Lewis, Topeka; L. E. McCluer, 
Houston; E. G. Mura, general agent 
Kansas City; Dave Noble, supervisor 
Omaha, and S. S. Silverman, Denver. 
. Home office men who will participate 
include Vice-president Walter Tebbetts, 
William Eugene Hays, director of agen- 
cies, and John Hill, head of the educa- 
tional division and editor of “The Pilot's 
10g.” 





Northwestern Mutual Life 
to Hold Two Coast Rallies 


President M. J. Cleary of the North- 
western Mutual Life will address the 
banquets at the western regional meet- 
ings at Gearhart-by-the-Sea, near Port- 
land, Ore., Sept. 29-30, and at Rio Del 
Mar country club near San Francisco, 
Oct. 6-7. Other home office officials 
who will attend and speak at both 
meetings will be Grant L. Hill, director 
of agencies; Urban Poindexter, assist- 
ant director in charge of the western 
territory this year; H. R. Ricker, as- 
sistant secretary, and J. P. McDonald, 
agency assistant. 

At Gearhart the chairmen will be 
general agents of the northwest group: 
L. F. Larson, host, Portland; Myron 
Williams, Seattle; J. G. Reinhardt, 
Spokane; E. A. Crooks, Boise, Ida., 
and G. C. Baldwin, Great Falls, Mont. 
Local speakers will include R. S, But- 
terfield, Spokane; John H. Smith, Se- 
attle, and Freeman Essex, Portland. 

General agents in the southwest sec- 





tion who will preside at Rio Del Mar 
are R. J. Shipley, San Francisco, host; 
J. A. Carlson, Oakland; J. H. Kemp, 
Stockton; W. K. Murphy, Los An- 
geles; C. C. Guilford, Salt Lake City, 
and C. S. McMartin, Phoenix, Ariz. 
Local speakers will be Leo Wagner, 
San Francisco; Donald Behling, Los 
Angeles; John W. Boyd, Stockton, and 
Claude Morrow, Oakland. 

Sales campaigns have been conducted 
in both sections and awards will be 
presented to winners at the banquets. 
Robert Jahnke, Yakima, Wash., direc- 
tor for region 7 of the Northwestern 
Mutual District Agents Association, is 
arranging sectional meetings at both 
places. Messrs. Hill and McDonald 
will address these breakfast sessions. 


Hill and Jones Attend Six 
Agencies’ “Crusade” Outing 


Grant L. Hill, director of agencies 
of Northwestern Mutual Life, and L. C. 
Jones, assistant director, attended the 
three-day meeting and outing of gen- 
eral agents and winning agents in the 
“New England Crusade,” held at Oys- 
ter Harbors, Mass. “The six general 
agencies in the contest produced 22 per- 
cent more business during the effort this 
year than last. General agents and their 
three leading producers participating in 
the celebration, in order of finish, are 
E. T..Lothgren, Providence, R. I., Wil- 
liam Parker, I. Miller and O. G. Boyn- 
ton; V. D. Griffin, Manchester, N. H., 
R. E. Parkhurst, F. B. Donovan and 
F. B. Thompson; Nelson Phelps, Bos- 
ton, L. Mordecai, D. E. Osgood and 
F. N. Carter; G. B. Buckley, Spring- 
field, Mass., J. J. Redican, O. F. Hey- 
man and C. A. Ruby; Glen Dorr, Hart- 
ford, Conn., M. J. Cimino, W. S. Pratt 
and F. A. Griswold; A. L. and W. B. 
Cushman, Portland, Me., C. G. Platt, 
F. E. Anderson and G. A. Purington. 
The grading was on the basis of per- 
centage of total quota, rather than total 
volume. 








Brink Agency Cruises with 
Home Office Men Aboard 


The eighth annual “Brinkcruise”—the 
five-day shipboard sales conference of 
the E. B. Brink state agency, Detroit, 
of Mutual Benefit H. & A. and United 
Benefit Life, took place aboard the 
“South American” with 287 aboard, in- 
cluding home office officials and man- 
agers for a number of other states. 

Manager Brink presided at the’ first 
business session. H. C. Carden, super- 
intendent of agencies, spoke on selling 
small policies, Harold Kenyon, man- 
ager life department, on “Seeing and 
Selling the Bigger Prospects,” and J. C. 
Ketchum, deputy commissioner, on the 
work of the department. 

The vessel docked at Mackinac Island 
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for a sight-seeing tour, then proceeded 
up St. Mary’s river bound for Isle 
Royale, but became fog-bound and was 
obliged to return without reaching its 
destination. Mr. Brink showed movies 
of former cruises and colored movies 
of his trips in South and Central Amer- 


ca. 

The final business session was pre- 
sided over by Sam Carroll, vice-presi- 
dent of Mutual Benefit, who talked on 
“Modern Methods in a New World.” 
F. S. Finch, vice-president United Bene- 
fit, spoke on “The Life of an App at 
the Home Office.” After a roundtable 
on sales problems, Frank Walton, man- 
ager in Grand Rapids spoke on pros- 
pecting. 

Among guests were W. C. Huggins, 
superintendent of claims, and state man- 
agers from Indiana, Illinois, Ohio, Penn- 
sylvania, New York and California. 


oe 


Peoples Life, Ind., Holds 
Annual Agents Convention 


The annual agency meeting of the 
Peoples Life of Indiana was held the 
first two days of this week at Excelsior 
Springs, Mo. 

Opening the convention was President 
E. O. Burget, with a discussion of “Your 
Company.” Other home office executives 
who appeared on the program were Or- 
van I. Cohee, treasurer, on “The Chang- 
ing Scene”; Maurice Hartwell, secretary, 
“Defense and Life Insurance”; La Verne 
Wilson, superintendent of agencies, “Old 
Wheat and Defense Bonds”; Dr. C. A. 
Robison, medical director, “New Under- 
writing Problems”; Harold Smith, ac- 
tuary, “The Mortgage Redemption 
Plan,” and Arthur C. Louette, vice-presi- 
dent and manager of agencies, “The 
Challenge.” 

Agents took an active part in the pro- 
gram. Others on the program included 
Oliver C. Miller, “Security Through 
Renewals”; F. M. Montgomery, “The 
First Year”; L. E. Thorp, “Getting the 
Cash”; Charles T. Davies, “Why I Own 
Life Insurance’; Lyle Seaman, “Oppor- 
tunities”; O. L. Shaw, “The Family 
Plan”; and M. F. Branch, “Our Sales 
Rit. 


David G. Abrams presided at the 
Challenger Club breakfast for leading 
agents. A banquet Tuesday evening 
closed the convention. 





Ryan Agency Conference 
Addressed by Welch 


Michigan agents of Equitable Society 
under Manager R. M. Ryan held their 
annual sales conference at Wawasee, 
Ind., for four days, with “The Career 
Agent” as the conference theme. Busi- 
ness sessions were held the first two 
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days with sports and social events the 
remainder of the time. 

Mr. Ryan presided at the first session 
J. H. Armstrong spoke on “Importance 
of Life-a-Week Production”; J. A. Cum. 
mings on “Finding Prospects and Com. 
pleting Sales”; C. M. Schrems on “No. 
tivation in Selling,” and C. J. Manion on 
“Creating and Maintaining Contracts” 
H. L. Rogers, Indiana agency manager, 
spoke on “Developing the Career Agent” 
and Vice-president V. S. Welch closed 
with a resume of the theme. 


Recreation Program 

The agency golf tournament was held 
in the afternoon, with a number of 
prizes for players. N. B. Ackley was 
starter and the golf committee was 
headed by C. J. Manion. For non- 
golfers there was horseshoe pitching, 
swimming, boating, softball and other 
sports. A dinner-dance was held in the 
evening. 

C. P. McLain, agency supervisor, pre- 
sided the second day. F. A. McCartney 
interviewed C. G. Ecklund and F. \, 
Arnold in a sales demonstration. A, S, 
McGeachy spoke on “Why I Produced 
$107,000 During the Conference Cam- 
paign”; C. W. Wagner discussed “When 
to Close” and C. R. Funk told “How | 
Use E. I. P. to Increase Sales.” Vice- 
president Welch closed with a talk on 
developing the career agent in the Equi- 
table. 

Wednesday was devoted to unorgan- 
ized recreation. G. F. Hopkins headed 
the reception committee; S. A. Marting, 
social; A. J. Meyer, entertainment; W. 
S. Oakes, horseshoes, and R. D. Pethel, 
sports. 


Seaboard Life Convention 
Held at Camp Waldemar 


Seaboard Life held its annual conven- 
tion at Camp Waldemar, near Kerrville, 
Tex. President Burke Baker spoke on 






















*120% Increase in 
Insurance in Force 
in 7 years..... 


This record speaks for itself as evi- 
dence of the “esprit de corps” that 
exists throughout our agency force 
and company. It also offers evidence 
of the unusual agency opportunities 
that have been opened up during re- 
cent years by the present forward 
looking management. 
















Backed by a friendly, helpful group 
of company executives, an aggressive 
agency department, ample sales aids 
anda comprehensive portfolio of Life, 
Accident, Health and Hospitalization 
policies, alert insurance men can 
set their own course for the future. 













We invite inquiries from alert in- 
surance men who appreciate the pos- 
sibilities that lie in the development 
of combined Life and A&H sales. 





THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


*Excluding business acquired by merger 
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Its the 





“War and the Seaboard,” explaining 
qderwriting policy as to men in the 
service or to be called. “Quality Busi- 





ession, ness” was discussed by Virgil Curry, 
rtance tongview. Ralph Dorsett, Austin, 
Cum- ‘ouched on “Making the Honor Roll and 
Com- the Production Sheet.” Ray Hamill, 
“Mo- newly appointed assistant manager Gulf 
1On on Coast division, Houston, discussed 
Facts,” “Bysiness from Orphan Policies.” Paul 
nager, Martin, College Station, leading pro- 
gent” ducer in 1940-1941, spoke on “Consistent 
Closed ifort.” George Reavis, Austin district 
manager, discussed “The Agent a Busi- 
ness Man.” 
B. N. Woodson, director of service 
5 held Sales Research Bureau, directed a dis- 
= « cussion of fundamentals of success in 
| Was prospecting and programming the pack- 
Was age sale. 
non- The annual banquet was under direc- 
hing, tion of Dr. M. L. Graves, vice president 
other and medical director. O. P. Lockhart, 
n the chairman Texas insurance commission 
and life insurance commissioner, spoke 
. pre- briefly. 
rtney F. G. Armstrong spoke of life insur- 
. Me ance as a “Declaration of Independence.” 
AS Sid Loveless presented a study of “Ju- 
luced ' venile Insurance.” C., . Jander ex- 
Cam plained important features of “Delivering 
Vhen the Policy,” and W. F. Munnerlyn de- 
ow I scribed the “Four Hazards of Life.” R. 
Vice- L. McElhannon talked on “Sensible Set- 
k on tlement Options,” and Dr. Ghent Graves, 
qui- associate medical director, on “Medical 
Department’s Responsibility to the Ap- 
gan- plicant, the Agent, and the Company.” 
ded The final session was devoted to a 
<a study of the new rate book, presented 
Ww. by Davis’: Faulkner, vice-president and 


thel agency director. 





B. M. A. Regional in Gearhart, Ore. 


Business Men’s Assurance held its 

: northwest round table at Gearhart, Ore., 
for two days. President W. T. Grant 

attended from the home office, and from 


-en- San Francisco Vice-President J. P. Bald- 
ile, win. Managers E. M. Ward, Oregon, 
on and C. W. Rogers, Washington, were 


hosts. Chief subjects discussed were the 
new “pocket salesmaker” and complete 
income protection service. Mr. Grant 
spoke of opportunities before salesmen 
under present conditions. B. M. A., he 
said, has seven consecutive all-time high 
months and indications are it will add 
to this record in the remainder of the 
year. Messrs. Grant and Baldwin will 
go to San Francisco and Los Angeles 
where other meetings will be held. 





New York Life to Hold Coast Rally 


The western division annual conven- 
tion of the $200,000 and $100,000 Clubs 
of the New York Life will be held at 
Del Monte, Cal., Sept. 22-25. It is ex- 
pected 300 delegates will attend, and 
that the total registration will be 500. 
Vice-president T. A. Wickett will 
preside over the sessions. President 
George L. Harrison and Vice-president 
L. Seton Lindsay will attend. 





Equitable Texas Conference 


_ Leading agents of Equitable Society 
in Texas are attending the annual edu- 
cational conference at Camp Waldermar, 
Sept. 18-20. Vincent S. Welch, second 
vice-president of Equitable, will repre- 
sent the home office. W. W. Klingman, 
Texas manager, is in charge. 

Practical selling pointers feature the 
Program. Several agents will partici- 


pate. Those attending include W. E. 
Bilheimer, Dallas, assistant to the state 
manager; E. N. Maher, Dallas, in charge 
of the company’s investments in Texas; 
H. J. Rossman, manager at Houston; 
L. W. Klingman, manager at Dallas; 
and C. W. Klingman, manager at San 


Antonio. A fiesta will close the con- 


ference. 





The fall regional Kansas and Missouri 
agents meeting of National Fidelity Life 
will be held at the Kansas City offices 
Sept. 30. 








PACIFIC COAST 


AND MOUNTAIN 





Labor Unions’ Insurance 
Feature Brings Ruling 


Labor unions in California paying 
benefits to members or their bene- 
ficiaries have been advised by the 
insurance department a non-profit cor- 
poration should be formed limiting 
membership to members of a particular 
union for the purpose of handling the 
insurance feature of the organization. 
It is not necessary the union be incor- 
porated. 

The memorandum clarifies misunder- 
standing which arose following enact- 
ment of legislation which provided that 
even though an organization is non- 
profit, charitable or eleemosynary in 
character or purely religious, charitable 
or benevolent, it must apply for and 
obtain a permit from the commissioner. 

The new legislation went into effect 
Sept. 13. It does not affect unions which 
heretofore have been operating under 
the fraternal benefit society sections of 
the insurance code, but refers solely to 
those which have claimed complete ex- 
emption from the insurance law. The 
legislation validates what hitherto has 
been unlawful transaction of insurance 
by legitimate labor unions, giving the 
commissioner power to issue a certificate 
of exemption and to prosecute violations. 


Tax Ruling Is Rendered by 
Cal. Attorney-General 


When a life company reinsures the 
business of another company it must 
assume its tax obligations and include 
in its tax return gross premium receipts 
of the reinsured company as well as 
gross premium receipts assumed by that 
company through previous reinsurance 
of another company, it was held in an 
opinion by the California attorney-gen- 
eral rendered to Commissioner A. Cami- 
netti of that state. The case involves 
premiums of a life company reinsured 
in February, 1934. Later the reinsuring 
company was admitted to California with 
the understanding it would assume taxes 
due and payable to the state by the re- 
insured company. Then the reinsuring 
company merged with another admitted 
company, the latter now arguing it is 
not liable for the gross premiums tax 
payable on the policies orginally as- 
sumed pursuant to the agreement and 
which policies it now manages or ad- 
ministers. 


Simon to Conduct School 


Leon Gilbert Simon of New York will 
conduct a school on business life insur- 
ance Sept. 29-30 under the auspices of 
the San Francisco General Agents & 
Managers Association. Invitations are 
being extended by D. A. Hampton, presi- 
dent, to all underwriters in northern 
California and brokers in and about San 
Francisco. Enrollment in excess of 300 
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Mortgage Cancellation — Bank Loan Plans 


Write Paul L. Temple, Agency Director, 
For Complete Details 
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All Chapter 9 Concerns 
Wound Up in Five Years 


In a little more than five years the 24 
“chapter 9” mutual benefit life associa- 
tions on the pure assessment plan operat- 
ing in California, which because of their 
financial structure were known as “pass- 
the-hat” organizations, have been elimi- 
nated. They have expired, or been re- 
insured, merged, changed their form of 
operation or been taken over under con- 
servatorship by the insurance depart- 
ment. Since 1935 a law has forbidden 
formation of any more organizations on 
this plan. By Jan. 1, 1937, only 16 re- 
mained and Jan. 1 of this year there 
were only two, Prudence Mutual Life, 
Sacramento, and Home Life Extension 
Mutual Association, Oakland. Prudence 
Mutual has been placed in conservator- 
ship by Commissioner Caminetti, and 
Home Life Extension changed to legal 
reserve stock company titled Westland 
Home Life. 

All life companies now operating in 
California are under code sections which 
require maintenance of reserves based on 
the American Experience table. 


Cashiers Hear A. G. White 


A. G. White, cashier of Phoenix Mu- 
tual Life, San Francisco, was principal 
speager at the monthly meeting of the 
Life Agency Cashiers Association there. 
He explained a recently installed card 
system. The “founders’ trophy” was 
presented to the San Francisco associa- 








. .- A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 


CENTRAL LIFE of ILLINOIS 


INVESTIGATE 
TODAY! 


Lentral Life 


INSURANCE COMPANY 


of Illinaols 


PRESIDENT 
CHICAGO 


ALFRED MacARTHUR, 
211 WEST WACKER DRIVE 








tion, it being adjudged 1941 winner. 
Harold McCrimmon, Reliance Life, is 
president, and Miss Marion Miller, State 
Mutual, secretary. 





Claim Men Hear Prosecutor 


LOS ANGELES—Assistant District 
Attorney Joseph Dunn spoke at the 
opening meeting of the Los Angeles 
Life & Accident Claims Association. 
He said the attitude of insurance com- 
panies and claims men often is of great 
value to the prosecutor’s office. 





Fails to Qualify as “Analyst” 

Only one candidate for qualification 
as a “life insurance analyst” presented 
himself for examination in California, 
E. T. Dooley, San Francisco. He failed 
to make a passing grade in examinations 
prepared by the insurance department 
in collaboration with Dr. David McCahan 
of the American College and Professor 
A. H. Mowbray of University of Cali- 
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Barrett N. Coates Carl E. Herfurth 
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NEW YORK 
Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuary 


Edward B. Fackler Robert O. Holran 
8 West 40th Street New York City 























Consulting Actuaries 
Auditors and Accountants 
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fornia. A new law requires “analysts” 
secure licenses subject to examination. 


Federal Group Moves Office 


The Federal group of insurance com- 
panies, Dexter Horton building, Seattle, 
has new quarters in the Seattle Stock 
Exchange building. The group includes 
Federal Old Line Life, and casualty 
and fire affiliates which are being formed. 





Monarch Life has re-established an 
office in Oakland, Cal., in the Latham 
Square building. 


ACCIDENT 











New Committees of H. & A. 
Conference Are Announced 


John M. Powell, Loyal Protective 
Life, president Health & Accident Un- 
derwriters Conference, has announced 
his committee appointments. There are 
two new committees this year. A blanks 
committee with L. H. McVity, Business 
Men’s Assurance, as chairman, has been 
appointed to study annual statement 
blanks. The non-cancellable committee 
is a new standinoe committee replacing 
the old special committee on non-can- 
cellable reserves. J. H. Miller, Monarch 
Life, is chairman. The home office man- 
agement committee headed by E. A. 
McCord, Illinois Mutual Casualty, will 
have charge of the home office manage- 
ment session at the annual meeting and 
the consideration of problems on home 
office management of companies. 

Chairmen of other standing commit- 
tees are: agency management, Rex Ed- 
munds, Fidelity Health & Accident Mu- 
tual; education, E. J. Faulkner, Wood- 
men Accident; group, George McDowell, 
Commercial Casualty; legal, R. J. Wet- 
terlund, Washington National; legisla- 
tive, H. H. Leavev, California-Western 
States Life; manual, Miss C. T. O’Con- 
nell, North American Accident; mem- 
bership, D. G. Trone, Indiana Travel- 
ers; memorials, Loring Elliott, Physi- 
cians Casualty; public relations, L. D. 
Cavanaugh, Federal Life; underwriting, 
C. O. Pauley, Great Northern Life. 

There is also an advisory committee 
on licensing and qualification of agents, 
composed of Harold R. Gordon, chair- 
man; George Manzelmann, North Amer- 
ican Accident; J. R. Garrett, National 
Casualty; Frank L. Harrington, Massa- 
chusetts Protective, and P. G. Garey, 
Commercial Casualty. 

The executive committee of the con- 
ference will hold a meeting in Chicago 
Oct. 7, at the time of the annual meet- 
ing of the American Life Convention. 
The time and place for the next annual 
meeting probably will be decided at that 


MANAGERS 


Pension Trust Talk in Newark 


At its meeting in Newark, Sept. 18, 
the Life Supervisors Association of 
Northern New Jersey will hear a talk 
on “Pension Trusts” by Lowell Cran- 
don of Crandon & Stockman, who have 
been in the pension trust field for many 
years, A new president will be elected. 














Phelps Speaks in Portland 


Ward Phelps, Sales Research Bureau, 
spoke on “Our Biggest Challenge in 
1941” before the Portland (Ore.) Life 
Managers Association. 


Buffalo Chairmen Appointed 


Committee chairmen were appointed 
by directors of the Buffalo Life Man- 
agers Association. They are: W. Merle 
Smith, manager Mutual Life of New 
York, co-operation with Buffalo Life 
Underwriters Association; Sidney Wer- 
timer, manager Prudential ordinary 
agency, legislative; H. M. Walker, man- 








ager Travelers, entertainment; L. C. 
Slesnick, superintendent Prudential No. 
1, membership, and John Pennington, 
general agent State Mutual, speakers. 
Plans for the first meeting were dis- 
cussed Oct. 2. 


Va. University Life Course 


The University of Virginia at Rich- 
mond has inaugurated its course in the 
fundamentals of life insurance which is 
designed for home office and agency ex- 





ecutives and employes. The Life Agency 
Managers are sponsoring, and William 
A. Knight, Life of Virginia; J. D. Haw- 
kins, Provident Mutual, and H. W. Va- 
den, Guardian Life, are instructors. 





Toledo Managers Group Meets 


Stanley Grove, executive manager 
Toledo Chamber of Commerce, spoke 
on business and civic affairs at the first 
regular fall meeting of the Toledo Life 
Managers’ Association. 











~ NEWS OF LIFE 


ASSOCIATIONS 





Important Meeting Called 
for Kansas City, Sept. 27 


Eastern Kansas and western Missouri 
life men are being invited to take part 
with the Kansas City Life Underwriters’ 
Association in the latter’s opening ses- 
sion Sept. 27, on the combined themes 
of defense stamp and bond sales and 
education in life insurance. President 
W. L. Butler introduced Dan Nee, col- 
lector of internal revenue, to speak offi- 
cially on the defense stamp and bond 
sales program; Mayors Gage of Kansas 
City, Mo., and McCombs of Kansas 
City, Kan.; Fred Holderman, Equitable 
of New York; and Dallas Alderman, 
vice-president Kansas City Life, who 
is chairman of the life underwriters’ 
committee in Kansas City for the one- 
day-a-month bond-selling campaign by 
life men. 

Among localities and local associations 
expected to be represented are Topeka, 
Leavenworth, Lawrence, Ft. Scott, Em- 
poria, Pittsburgh, Kan.; and Joplin, St. 
Joseph, Springfield, Columbia and Jef- 
ferson City, Mo. 

George Maltby, Equitable of Iowa, 
chairman of the committee in charge. 
will explain the assoication’s college of 
advanced salesmanship being conducted 
this fall. 

Guest speakers at the meeting will be 
Bert A. Hedges, manager at Wichita 
for Business Men’s Assurance, on “How 
to Prepare Yourself for the Job,” and 
Carroll Day, Pacific Mutual general 
agent, Oklahoma City. 


Michigan Association Plans 
to Repeat Officers’ School 


The Michigan State Association of 
Life Underwriters plans to repeat the 
successful training school for local asso- 
ciation officers conducted in Lansing last 
year. H. L. Harvey, Kalamazoo, state 
president, is informing local associations 
about the school to be held in Lansing 
Sept. 30. He told of the program at the 
Lansing association meeting. 

There will be a round-table discussion 
led by Herbert Thompson, Detroit, sec- 
retary-counsel state organization, and 
E. P. Palkema, Detroit, former presi- 
dent. Donald Machum, Detroit, state 
association vice-president has charge. 


Mississippi Association 
Elects Knight President 


Maintenance of life sales was the 
principal topic of the Mississippi Con- 
gress of Life Underwriters at its annual 
convention at Jackson. Speakers in- 
cluded Grant Taggart, Cowley, Wyo., 
secretary National Association of Life 
Underwriters and chairman Million 
Dollar Round Table; J. E. Acuff, Nash- 








ville, executive vice-president Life & 
Casualty, and Commissioner J. Wil- 
liams. 


J. S. Knight, Jackson, was elected 
president to succeed Ralph Hester, 
Jackson; H. A. Walker, Vicksburg, vice- 
president, and Delmar Simmons, Jack- 
son, reelected secretary-treasurer. 
Topeka—tThe fall program was 
started at a meeting with a talk on “It 
Costs Money to Go to College,” by Del- 
bert Roberts, supervisor Penn Mutual. 
L. R. Smith, Equitable Society, president, 
presided. 


San Francisco Group Pays 
Honors to Fred Fay 


Fred Fay, Sun Life of Canada, was 
presented the O. Orr achievement 
trophy and cash award at a luncheon 
meeting of the San Francisco Life Un- 
derwriters Association. G. F. McKenna, 
Continental Assurance, association presi- 
dent, made the presentation. Mr. Fay 
has been active for several years, serv- 
ing as chairman of the attendance com- 
mittee, and won because of outstanding 
work in securing new members between 
Jan. 1-June 30. Although provision was 
made for a second cash award by O. O 
Orr, retired manager Prudential, no one 
qualified, hence the money will be used 
in other association activities later in the 
year, 

J. V. Lawry, Northwestern Mutual 
Life, who was president from April to 
June 30, following resignation of Paul 
Webber because of ill health, was pre- 
sented a framed resolution of appreci- 
ation. 

Sale of defense savings bonds was dis- 
cussed. H. K. Cassidy, in charge of the 
western states in the effort, discussed the 
subject from the National Association of 
Life Underwriters viewpoint. Mr. Mc- 
Kenna is area chairman in northern Cali- 
fornia. Nels J. Nelson, manager Reli- 
ance Life, is San Francisco chairman, 
assisted by F. J. Van Stralen, general 
agent, Massachusetts Mutual Life. Har- 
old Breckenridge, Equitable Life of 
Iowa, is in charge in the Oakland-East 
Bay district, Gerald Whitaker, Travelers, 
in Alameda County outside Oakland and 
Contra Costa County; A. A. Boewe, 
manager Metropolitan Life, Burlingame, 
is the Peninsula territory down to but 
not including San Jose, and Earle V. 
Shipley, Occidental Life, in charge of 
San Jose, Santa Clara, San Benito and 
Monterey counties. 

Dr. Rex Harlow, president American 
Public Relations Council, spoke on this 
activity. It is planned to have a mass 
meeting later this month preparatory 
to beginning sales activities early in 
October. 


Los Angeles Starts with 
Study Course, Congress 


LOS ANGELES—The Life Under- 
writers Association will open its fall and 
winter activities with a two-day busi- 
ness insurance course and sales con- 
gress Sept. 25-26. 

The business insurance course will be 
given by Leon Gilbert Simon, Equitable 
Society, New York. It will cover 17 
subjects with a final review. 

At the sales congress the afternoon of 
Sept. 26 speakers will be local men, J. 
W. Yates, general agent Massachusetts 
Mutual, on “What’s in a Policy?”; W. 
G. Gastil, manager Connecticut General 
Life, “The Challenge of Professional- 
ism,” and Dr. F. P. Woellner, professor 
of education at the University of Cali- 
fornia, “Ten Definite Certainties for 
1941-1942.” 








Erect Defense Bond Headquarters 


A “Little White House,” a replica 
of the White House in Washington, 
has been erected at a strategic down- 
town location and will serve as head- 
quarters for the National Defense Sav- 
ings Committee of the St. Louis Life 
Underwriters Association. The 22 by 





———— 
14 foot structure will be in charge gj 
Louis T. Gollin and Charles C, Dyer 
retired life insurance men. It is par 
of a vigorous campaign being wage; 
for the cooperation of 2,000 local under. 
writers in the sale of defense bonds anj 
stamps. ‘ 





Fargo—Plans for a sales congress on 
October 3rd were discussed at the firs 
fall meeting of the North Dakota Li, 
Underwriters. Mel H. Toussaint pre. 
sided and Jay Simpson reported on the 
proposed campaign for sale of defense 
stamps and bonds. 4 


Kansas City—A defense savings bon¢ 
organization has been formed with Daj. 
las Alderman, vice-president Kansas 
City Life, as chairman. 

Toledo — New officers are: President 
P. O. Day, Bankers Life of Iowa; firs, 
vice-president, C. F. Sprague, State Life 
of Indiana; second vice-president, R E 
Florian, Penn Mutual; trustees, H. p 
Gravengaard, M. C. Trevithick, R. 4 
Wesselmann, W. G. Adams, E. T. Mad. 
den, W. L. Rabideau, R. S. Ayers, H. F 
Moore and W. E. Githens. Chairman of 
standing committees are: J. A. Hill, pro- 
gram; Hanford Bergman, meetings; y 
F. Moore, education and C. L. U.; H. y 
Wieting, Jr., publicity; C. L. York, pub- 
lic relations; C. M. Ohl, finance; E. 7 
Madden and Burdette Baldwin, member. 
ship; W. L. Rabideau, liaison; L. F 
Zavac L. F. Martin, election and nomi- 
nating; R. S. Ayers, national committee- 
man, and C. E. Spencer, state committee- 
man. 


Shreveport, La.—Maintenance and 
strengthening of the American agency 
system was the theme of John C. Leiss- 
ler, Jr., Dallas, publisher “Southwest In- 
surer,” in a talk at a luncheon meeting. 
He cited the better sales records of 
companies having the agency system 
over those which follow other methods, 

Baltimore—At the annual meeting the 
following officers were elected: Presi- 
dent, L. V. Godine, National Life of Ver- 
mont; vice-presidents, C. L. Packard, 
Connecticut Mutual, and E. J. Clark, Jr, 
John Hancock; secretary-treasurer, G. §. 
Robertson, and chairman of the board, 
F. G. LaMotte, Massachusetts Mutual. 

Directors are: G. Millard Damn, 
Eureka-Maryland; Clayton Demarest, Jr., 
Atlantic Life; D. Goodman, Metropoli- 
tan; P. H. Lang, Penn Mutual; H. N. 
Stadler, Travelers; H. M. Taylor, Provi- 
dent Mutual. 

F. G. LaMotte, the retiring president, 
presided, and was presented with a cer- 
ticate of service by the retiring chair- 
man of the board, T. J. Mohan. 


Cincinnati — Beatrice Jones, Equitable 
Society, president of the Life Under- 
writers Association of New York City, 
will speak Oct. 16. 


Pueblo, Colo.—A dinner meeting will 
be held Sept. 19 with James B. Jones, 
agency organizer New York Life, Pueblo, 
as speaker. 

Northern New Jersey—If a life under- 
writer studies his center of influence, his 
prospecting problem will be solved more 
readily. C. Preston Dawson, New York 
City general agent New England Mutual, 
said. There is too much talk about pros- 
pecting and too little action taken, he 
asserted. 

Fred A. Ditmars, retiring president of 
the association, was presented the “Pres- 
ident’s Plaque.” A _ silent tribute was 
paid to the memory of Irvin N. Relay, 
who was killed several weeks ago in 
Newark. 


Minneapolis—At a luncheon meetiné, 
President Sherman announced the for- 
mation of a leaders’ round table, quali- 
fication in which will be production of 
a quarter million of business. 

Commissioner Johnson asked coopera- 
tion of the underwriters in strengthen- 
ing the present agents’ qualification re- 
quirements. He said he favors annual 
licensing of agents so as to keep up to 
date on their fitness. 

Salt Lake City—Featured speaker Was 
I. S. Kibrick, agency assistant of New 
York Life, Brockton, Mass., on “Creative 
Selling.” J. D. Spencer, for over 42 years 
agent New York Life, introduced him. 

A resolution, offered by Frank Mozley. 
president of the state association, en- 
dorsed C. M. Ottosen, deputy, for the post 
of insurance commissioner, it having 
been asserted that Commissioner Neslen, 
now serving as chaplain in the army, 
was no longer being considered as a POS- 
sibility by the Business Regulation Com- 
mission, which supervises the insurance 
department. 


Oklahoma City — The initial meeting 


was attended bv about 75 members. Key 


(CONTINUED ON PAGE 1S) 
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LEGAL RESERVE FRATERNALS 


Action to Limit Surrenders, 
Over Michigan Union Life Loans in Quebec Taken 


The way has now been paved for Following a special meeting of the 
reinsurance with lien of Michigan special committee on policy loans of 
Union Life of Grand Rapids by Macca- Quebec and the committees on legis- 
bees, Two policyholder injunctive pro- lation of the Canadian Fraternal Asso- 
wedings, one in federal court and the ciation in Toronto, it was recommended 
other in circuit court in Grand Rapids, to member societies that they immedi- 
were dismissed the other day. These ately discontinue making policy loans, 
injunctions were brought to restrain other than to pay premium, and paying 
Michigan Union from spreading an as- surrender values on certificates issued 
cessment against policyholders. The in Quebec under the husband’s and 
\ichigan department had arranged for parent’s life insurance act where the 
Maccabees to take over the business wife of the member is named_bene- 
hut it was first necessary for the in- ficiary and the member still resides in 
junctions to be dismissed, the province. This follows similar ac- 
Michigan Union was formerly known tion by life companies, 
as New Era Life. It was organized Societies representing more than 70 
under the fraternal laws, but with a percent of the fraternal life insurance 
specific statute exempting it from con- in force in the province were repre- 
ducting the ritualistic features. Mich- sented at the meeting. Francis Fau- 
ican Union has about 18,000 policyhold- teux, Montreal, director and counsellor 
ers and $9,000,000 insurance in force. Alliance Nationale, presided, represent- 

Circuit Judge Hoffius at Grand Rap- ing the general president, Dr. H. Cypi- 
ids stated that the reinsurance plan hot, who was absent on account of ill- 
contemplates that policyholders of mess, 

Michigan Union Life who have not Attending were Georges Monet, gen- 
been paying their premiums during the eral secretary Alliance Nationale; Tele- 
disturbed period, would be permitted to sphore Brassard, first general vice- 
reinstate their contracts with Macca- president La Societe des Artisans Ca- 
bees. nadien-Francais; Hector Menard, Ot- 

Commissioner Berry said the proposal tawa, general secretary L’Union St. 
is being voted on in a mail ballot by the Joseph du Canada; W. M. Couper, 
Maccabees, apparently already havine Montreal, high chief ranger Canadian 
received preliminary approval. Order of Foresters; Robert Bigelow, 

The stipulation on which the suits Toronto, supreme counsellor Independ- 
were dismissed stated the merger was ent Order of Forestors; R. Leighton 
“in process of consummation and the Foster, Toronto, counsellor Canadian 
dismissal is necessary to its consumma- Fraternal Association, and Clair Jarvis, 
tion,” and also that the plan had the ap- London, Ont., head consul commander 
proval of the insurance department. Woodmen of the World and associa- 
Judge Hoffius was quoted at Grand tion secretary. 

Rapids as stating that policyholders who It was agreed to forward a copy of 
declined to pay premiums pending final the resolution to J. Arthur Mathewson, 
determination of the Michigan Union provincial treasurer, and request oppor- 
Life’s course would be permitted to re- tunity for societies’ representatives to 
instate their policies and that Maccabees, meet with him and explain why the so- 
if the merger were consummated, would cieties doing business in the province 
pay losses accruing in the interim. felt obliged to discontinue the loan and 
surrender value benefits to members 


Merger of Chicago Slovene described in the resolution and think 


Re the law should be amended to enable 
Societies Is Approved them to resume granting such benefits. 
The Illinois department has approved 


the merger between the Slovene Na- : 
tional Benefit and ‘Slovene Progressive Two Equitables Sell Large 


Benefit. The Slovene National Benefit rms 
will reinsure the latter society. Volume of lowa Fa 

Both are located in Chicago and op- Record sales of Iowa farm land in 
erate solely in Illinois. There has ex- the first eight months of 1941 were re- 
isted a considerable overlapping of mem- ported by Equitable Life of Iowa and 
bership and interlocking of management Equitable Society. The Iowa company 
between the two. Slovene National sold 27,410 acres for a total of $2,275,- 
Benefit at 1940 had assets of $8,000,000 099. a new record for disposal of land 
and $32,885,000 in force. The Slovene during a comparable period 
Progressive Benefit had assets of $1,000,- A. C. McGill. counsel said 185 farms 
000 and insurance in force is $5,000,000. averaging 148 acres were sold for an 

ara ee average of $83. Heavy sales were 

Conducts Check Up” Month made in July and August, with 90 

Catholic Order of Foresters in Sep- farms sold for $1,175,000 in this period. 
tember is conducting a certificate hold- A. P. West, loan supervisor of 
ers “checkup” month. It offers a free Equitable Society reported his company 
booklet, “Help Yourself to Happiness,” sold 315 farms aggregating 45,801 acres 
which shows various kinds of protec- for a total of $4,329,456 in eight 
tion available and how they may best months, The sales represented one of 
be adapted to individual purposes, con- the largest volumes of land ever sold 
tains expectancy and interest accumu- by a single owner in Iowa in a comp- 
lation tables, and other interesting arable period. The average sale price 
tacts. Members are urged to check the was $94.53 per acre. 
name of beneficiary, terms of settle- The outlook is for a heavy volume of 
ment and kind and amount of protec- land to be sold in Iowa in September 





Maccabees to Take 











ton. and October prior to the cancellation 
‘ ete date of the majority of 1942 leases 
Gleaner Life Assessment Nov. 1. 





Gleaner Life of Detroit has spread 
an assessment that takes the form of a Equitable Agency's Round-Up 


i6 percent lien on policy reserves bear- 7 : 

Ing interest at 4 percent. It is esti- She LASS a ay bee - 
mated that the interest on the lien will £4%,, Ride ‘em, Scratch em and Get 
be about th lenient of dieiined em,” the annual fall round-up contest 
The . er. S Ividends. between the “Wranglers” and “Rustlers” 
“He step was necessitated by reason of oF the Tri-State Agency of Equitable 
a deficit in the mortgage loan account. Society is now under way and will con- 
tinue until Oct. 31. “Ranch” manager 


Order a Direct Reading Rate Finder & '5 J. H. Harrop, agency manager. 
Cancellator for calculating earned’ and “Wranglers” are the units at Great Falls 
retum insurance premiums. Costs only 24 Helena, Mont., and Boise, Idaho, 
$2 from National Underwriter. and “Rustlers”’ are those at Ogden, 
Utah, and Pocatello, Idaho. 
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Holp Wanted 


TO INSURE THE MEN, WOMEN, AND 


CHILDREN OF AMERICA 
IN 
AN AMERICAN INSTITUTION 
OVER 50 YEARS OLD 


ASSETS NEARLY $12,000,000.00 
CLAIMS PAID $124,500,000.00 


Attractive Contracts for Responsible Representatives 





STANDARD LIFE ASSOCIATION 
KANSAS 








__[Was Greatly Beloved] 
LIs Nationally Mourned4 











His words on Life Insurance to Men and Women 
in all Walks of Life — Will Live Forever. 


Will Rogers said: 


“When I buy life insurance, not only do I know where I am at, 
but my family knows where they're at. If you don’t believe in 
Life Insurance, just try dying without it.” 


EQUITABLE RESERVE ASSOCIATION 


NEENAH, WIS. 


(A Great Friendly Society with a record of 44 years of real service to its 


members.) 














TWOFOLD SERVICE BRINGS PROGRESS 


Royal Neighbors of America was chartered in 1895 with a member- 


ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1941, show- 
ing: Membership, 506,357; camps, 6,086; insurance in force, $361,203,384; 
admitted assets, $77,671,813, and claims paid, $112,434,837. 


This progress is attributable to the Society’s principle of twofold 


service—Protection and Fraternalism. This principle was firmly im- 
planted by its founders and has been a guiding light for 46 years. 


In Protection and Fraternalism the Society has been alert to progress, 


offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded by 


Roya Neieusors oF AMERICA 


PROTECTS THE WHOLE FAMILY 


ROCK ISLAND, ILL. 










INSURANCE PLUS FRATERNALISM 


SUPREME OFFICE 
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ASSOCIATIONS 





(CONTINUED FROM PAGE 16) 


speaker was Roy Ray Roberts of Los 
Angeles, general agent of State Mutual 
and National association trustee. 
meeting of Oklahoma agents at Still- 
water this week a state organization was 
discussed. 


Dallas—The association will open the 
Season’s activities Sept. 26. H. B. Wer- 
nette, National Life & Accident, Corpus 
Christi, and president of the Texas asso- 
ciation, will speak. 

The association’s board of directors 
has approved a program of public rela- 
tions formulated by a committtee headed 
by E. G. Perry, American National. 

Seattle — Ward Phelps, consultant of 
the Sales Research Bureau, spoke on 


“Prospecting” at the September lunch- 
eon meeting. 4 . : . 
obligations and fixed maturity obliga- 
Austin, Tex.—C. E. Green, editor of ,: : : 
the “Austin American.” said at the G2m2- This precludes companies from 


monthly meeting life underwriters are 
selling something of benefit to their 
prospects, but they need to break down 
a defense resistance before they can 
make a sale. “Insurance people have 
been given a blackeye by some fly-by- 
night insurance companies and _ sales- 
men who have abused the lower bracket 
income groups by selling them some- 
thing that proved worthless in the end. 
I believe that the insurance profession 
has failed to tell its story properly to 
the public.” 

President A. F. Ashford of Western 
Reserve Life gave results of a survey 
of public opinion of life insurance men 
and stressed that life companies are se- 
lecting and training men who show defi- 
nite promise of achievement rather than 
employing men who have failed in other 
lines of endeavor. 

Wichita Falls, Tex.—A sales school 
will be held Sept. 20 through Dec. 13, 
President H. M. Jones announced. Meet- 
ings will be Saturdays 1 to 3 p m. Dean 
Sam C. Unsell will be in general charge, 
and R. R. Hanks will be registrar. In- 
structors will include: Plan and action, 
J. J. Bissell, W. R. Irvin, Bert Ripley, 
Roy S. Niel, and Bert Gerke; fundamen- 
tals, W. B. White, W. R. Duke, C. E. 
Birk, W. B. Featherston, and W. P. 
Hood; life situations, Joe Carroll, Henry 
Honaker, M. M. Churchwell, J. M. Gray- 
son, and R. R. Hanks; sales process, W. 
N. Reedy, W. C. Krauss, W. H. Burge, 
F. L. Story, Butler Westerfield. 


Wall St. Girds for 
Drive to Remove 
Common Stock Ban 


(CONTINUED FROM PAGE 1) 
York (and subject to its laws) have an 
annual investment power of $3,500,000,- 
000,” it states. “In the past, these com- 
panies generally have opposed any 
attempt to permit common stock invest- 
ments. 

“However, with the income return on 
their present type of investments (bonds, 
mortgages, certain preferred stocks, etc.) 
declining steadily there is a disposition 
to reconsider this attitude. It is now an 
open question whether some of the large 
companies would battle such a bill, pro- 
vided certain restrictions on type and 
amount of stocks were included in any 
legislation.” 

With outlets for profitable investments 
declining life companies have built up a 
backlog of about $910,000,000 of cash as- 
sets, as of the close of last year, some 
of which might also be available for 
common stock investments, the story 
reads. 

The “Journal” suggests that probably 
some provision to guard against insur- 
ance companies gaining control over 
large industries, “such as limiting insur- 
ance company holdings to a certain per- 
centage of total shares outstanding, 
would be included in any bill presented 
by the committee. The committee also 
can be expected to set up provisions re- 
lating to the type of common stock that 
is eligible for investment.” 











McANDLESS IS FAVORABLE 


CINCINNATI—Investment in com- 
mon stocks by life companies is regarded 


not unfavorably by A. J. McAndless, 


Stanley G. Dickinson, sales and research 


president Lincoln National Life, who consultant, Hartford, “Survey Results,” 
spoke at the National Association of Life and F. W. Hubbell, president Equitable 


Underwriters here. Mr. 


industrial enterprises, 


McAndless 
warned against life company control of 
i and questioned 
whether this is good social policy. It has 
At a generally been frowned upon as out of 
tune with democracy in finance, he said. 

“At the same time, it should be recog- 


of Iowa, “Agency Management.” 





Convention Dates 





Sept. 15-18, Canadian Superintendents 


nized that our present laws governing of Insurance, Toronto, Royal York Hotel. 


the investment of life insurance funds 
were enacted when there was a copious 
supply of bonds and mortgages for pur- 
chase by such companies,” Mr. McAnd- 


less added. 
Need Productive Investments 


Sept. 15-19—National Association of 
Life Underwriters, Cincinnati, Gibson 


Sept. 19-20, Insurance Federation of 
New York, Rochester, Hotel Seneca. 

Sept. 22-25, National Fraternal Con- 
gress, San Francisco, St. Francis hotel. 

Sept. 25-26, Actuarial Society of 
America, Seignory Club, Quebec. 

Sept. 25-27, Institute of Home Office 


“Tt is axiomatic that the savings of our Underwriters, Chicago, Edgewater Beach 
people should be invested for production Hotel. f i 


purposes. The present day trend of in- 


Sept. 29-Oct. 1—Life Office Manage- 


dustry is to avoid fixed income bearing ment Association, Netherland Plaza, Cin- 


playing a role in some of our most pro- 
ductive and successful enterprises,” such 
as the chemical, motor, electrical goods 


cinnati. 

Sept. 29-Oct. 1, Life Advertisers Asso- 
ciation, Hotel Statler, Boston. 

Sept. 30-Oct. 3, Mortgage Bankers As- 
sociation of America, New York, Hotel 
Roosevelt. 

Sept. 29-30, Oct. 1-3, Insurance Section, 


and food distributing industries. “Such American Bar Association, Indianapolis, 
industries have no debt and if we are to Claypool Hotel. 


Oct. 6-9, American Life Convention, 


invest in them at all, we must do so by pagewater Beach Hotel, Chicago. 


holding their shares. 


November 3-5, Life Insurance Sales 


_ “It would seem, therefore, that life Research Bureau and Association of Life 
insurance companies should be allowed Agency Officers joint meeting, Toronto, 


to diversify and have a cross-section of 
investments in all lines of successful, es- 
tablished and productive enterprises, and 
for that reason, subject to very definite 
limitations, we should be allowed to have 
a percentage of our portfolios in stocks. 

“The effect of such a change would be 
to permit us to get back some of the 
risk bearing element which formerly ex- 
isted in interest return and which is be- 
ing squeezed out because of the intru- 
sion of the government into the field 
formerly dominated by private finance.” 





A. L. C. Convention 


Program Completed 





(CONTINUED FROM PAGE 1) 
president National 


partment. 


E. F. Connely, president Investment 
Bankers Association of America, New 
York, will talk at the luncheon for mem- 
bers and guests of the Financial Section 


Tuesday noon. 


In the afternoon, talks are scheduled 
b study planning 
consultant and faculty member of the 
Urban Land Institute, Chicago, and Col. 
E. J. W. Ragsdale, chief engineer of the 
Edward G. Budd Manufacturing Com- 
A business session 
and election of officers will close the 


Gordon Whitnall, 


pany, Philadelphia. 


Financial Section. 
Industrial Section 


The program for the Industrial Sec- 
tion under Chairman B. L. DeWitt, as- 
sistant secretary and assistant treasurer 
Peninsular Life, will take up all of Oct. 
7. Gilbert C. Clark, assistant actuary 
Equitable Life of Washington, D. C., 
will talk on the “Monthly Debit Ordi- 
nary’; Charles A. Taylor, actuary Life of 
Virginia, “Weekly Premium Ordinary 
: ; vice- 
president Occidental Life of North Caro- 
lina, “What I have Learned from the In- 
dustrial Business,” and E. B. Stevenson, 
executive vice-president National Life & 
Accident, “Milestones in the Progress 
of Industrial Insurance.” 


Insurance”; Trentman, 


Following a luncheon for members 
and guests of the Industrial Section, 
there will be a round table discussion 
and then a business session with election 
of officers. 

The Agency Section, under Frank F. 
Weidenborner, agency vice-president 
Guardian Life, will have Charles H. 
Heyl, director of agencies Bankers Life 
of Nebraska, appearing on the subject 
of “Recruiting”; H. G. Kenagy, super- 
intendent of agencies Mutual Benefit 
Life, “Training”; Larry S. Morrison, di- 
rector of research for the Sales Research 
Bureau, “Supervision and Motivation”; 


Farm Chemurgic 
Council, Columbus, and Alfred N. Guer- 
tin, actuary New Jersey insurance de- 


Royal York Hotel. 

Dec. 8-10, National Association of In- 
surance Commissioners, mid-winter 
meeting, New York, Hotel Pennsylvania. 

Dec. 9-10, Association of Life Insurance 
Counsel, New York, Waldorf-Astoria. 

Dec. 11-12, Life Presidents Association, 
New York, Waldorf-Astoria. 





Presents the Subject 
by Definite Appeal 


C. J. Zimmerman, Chicago general 
agent of Connecticut Mutual, illustrates 
the desirability of a definite, personal 
appeal based on actnual needs in sell- 
ing, by a personal experience. A sales- 
man with whom he was acquainted rep- 
resented a desk house. He endeavored 
to sell Mr. Zimmerman a desk by dis- 
playing its magnificent structure, and 
appearance. He was told how large and 
old was the manufacturing concern. Mr. 
Zimmerman was told how splendid he 
would appear behind it. He told the 
salesman his present desk was good 
enough for him. 

Some time afterwards another desk 
salesman whom he had never heard of 
called on him, telling him he had got- 
ten information concerning his proce- 
dure and then proved to him that by 
using the desk he proposed and the spe- 
cial facilities it offered, he could *save 
30 minutes a day of his time and that of 
his secretary. Mr. Zimmerman was 
convinced he was correct and bought 
the desk. 


Weaver to Kansas City 


KANSAS CITY—A. M. Weaver, 15 
years with the Sun Life of Canada in 
Philadelphia, Cincinnati, and four years 
Chicago regional group manager, comes 
to Kansas City as Sun manager here, 
succeeding J. V. LeLaurin, who becomes 
manager at Cleveland. Mr. Weaver has 
more recently headed the pension trust 
department of the company for the Chi- 
cago area. 

_ The Buffalo C. L. U. chapter starts 
its fall season with a meeting Sept. 23. 


NEW! 


Here's another brand ney 
feature we have added to 
our sales kit, a new sales 
aid that would help Yoy 
“influence people and rake 


in the $$$$$'s." 


HOSPITAL 
INSURANCE 


ASK about this new addition to 
our complete line of legal reserve 
LIFE insurance plans. 


FIDELITY 


Life Association 
of Fulton, III. 














Legal Reserve 
Fraternal 
Life Insurance 


Since 1894 


BEN HUR 
LIFE ASSOCIATION 
Home Office: Crawfordsville, Ind. 
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SECURITY - PROTECTION + GOOD FELLOWSHIP 


A Legal Reserve Fraternal Life Ins. Society 
309 W. Jackson Blvd., Chicago 





THE WOMAN'S BENEFIT ASSOCIATION 


Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 

















PROTECTED HOME CIRCLE 


SHARON, PA. 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 





S. H. HADLEY, Supreme President 








L. D. LININGER, Supreme Secretary 
SHARON, PA. 
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More Employers Sharing 
Salary Allotment Cost 





NEW YORK—Enmployers are in- 
creasingly receptive to the idea of con- 
iributing to salary allotment plans, the 
premium budget department of Mutual 
Life of New York has found. Contribu- 
tion by the employer not only lessens 
the cost to the eniploye and hence en- 
ables him to buy more but it also has 
an important effect in promoting the 
desire to buy, entirely aside from the 
costangle. This is due to the better em- 
ployer-employe relationship that is en- 
gendered. This is particularly true in 
smaller concerns. It has also been 
found that where the: employer contrib- 
utes there is a much better persistency. 

Roger Bourland, manager of the pre- 
mium budget department, has built up a 
selling manual, an entire section of which 
is chiefly designed to showing the com- 
panies’ agents how to sell the employer 
on paying a portion of the insurance pre- 
miums. Appeal to the employer is based 
on building up employe morale—getting 
the employe to work for the firm as he 
would work for himself. It is pointed out 
that idleness, high turnover, poor morale, 
unwarranted absence and __ tardiness, 
strikes, mishandling of equipment and 
supplies are all problems which must be 
solved by first, recognizing the em- 
ploye’s attitudes and the reasons for 
them and second, by careful planning to 
keep these attitudes working to the com- 
mon advantage of employes and em- 
ployer. 


How the Employer Profits 


A booklet gotten up for the perusal of 
employers lists the following employer 
profits from an incentive program which 
includes contributing to a premium bud- 
get plan: profits from attracting higher 
types of men who seek employers offer- 
ing more than merely a job and a 
prevailing wage scale; from reducing em- 
ploye turnover and holding present em- 
ployes by offering something more than 
a job; from systematically amortizing 
the irregular contingent expense for 
gifts, continuation of salary and other 
donations to aged employes and fami- 
lies of those who die; from increased em- 
Ploye morale through knowledge that 
the efficiency of their effective years will 
be rewarded by a systematic provision 
tor old age benefits to care for their 
declining years; profits from increased 
efficiency in the handling of equipment 
and supplies together with increased 
loyalty and extra effort on the part of 
employes which inevitably follow a tan- 
gible evidence of sincere interest on the 
part of management; and the personal 
Profit to the heads of the business who 
get satisfaction from doing something 
tor the other fellow. 

_ As far as the employer’s contribution 
Ils Concerned, the booklet points out that 
the employer assumes a portion of the 
annual maintenance charge, which as le- 
gitimate operating investment should be 
made a part of the budget and should be 
dealt with as any standard business ex- 
pense is handled. The employer charges 
against his payment the irregular and 
contingent expense for gifts, continua- 
tion of salaries and such donations as 
the firm would make to disabled, aged 
and retiring employes or the families of 
those who die. The employer also 
Clarges against its contributions the cost 
or continuing employes beyond their 
period of usefulness. An emplow- incen- 
tive plan enables a_firm to retire its old 
men when necessary, since they helped 
build retirement funds. It is also pointed 
me that by granting liberal tax privi- 
ges the government becomes in effect 
a partner of the employer in financing a 





program of economic security. Accord- 
ing to the tax bracket, this may result in 
an immediate discount of 15 percent to 
60 percent on any contribution by man- 
agement toward an incentive program. 


Variety of Plans 


Where the employer contributes to the 
plan there is quite a variety of bases for 
participation. Many companies prefer 
to make a free gift of the policy in an 
amount proportionate to the total earn- 
ings of the various employes. Another 
plan is for the employing corporation to 
pay a flat sum per week or month, usu- 
ally 50 cents to $1 a month and graded 
according to income, which an employe 
can use to get whatever type of policy 
he desires. This plan has the drawback 
of influencing emploves to select the 
lowest amount of the lowest premium 
policy so as to get the employer’s con- 
tribution for the least personal outlay. 

A third plan is for the employer to pay 
a percentage, from 10 to 100 percent, of 
a flat monthly or weekly premium for 
all employes regardless of age, with ex- 
tra sums for the higher income em- 
ployes in proportion to income. In such 


cases the amount of insurance varies 
with different ages. This plan makes 
bookkeening. slightly easier by: dealing 
in even amounts. 

Under a fourth plan the company pays 
a percentage, anywhere from 10. to 100 
percent, of. the premium on a certain 
plan of insurance with the-amount of 
insurance being made equal to the em- 
ploye’s total annual income. An em- 
ploye may gét any plan he chooses but 
the firm’s contribution will be based on 
a plan designated by the employer. A 
variant of this is to have the percentage 
of premium paid by the firm 20 to 30 
percent greater but with the dividends 
returned to the firm. 

A sixth possibility is for the corpora- 
tion to pay a percentage of income, usu- 
ally 2 or 3 percent provided the employe 
will match this contribution in some 
specified ratio, such as 50-50 or 75-25, 
and with this fund the employe may buy 
any policy desired. Often the firm pays 
double the percentage of income, for ex- 
ample, 4 percent or 6 percent on 
amounts of income above $3,000 per 
year as a reward to executives. 

Of course in many cases a company 
makes no contribution at all but recom- 
mends the plan to all employes and per- 
mits the life company’s representative 
to establish an office in the corporation § 
offices and cooperates in every way ex- 
cept financially. Originally, this was the 
only way such accounts were handled. 








Prospecting in Today's Market 





At one of the sessions of the agency 
convention of the Connecticut General 
at Green Lake, Wis., there was a panel 
treating of “Prospecting in Today’s 
Market.” F. M. Minninger of Detroit 
was chairman. K, E. Warden spoke 
about the program to be used for sell- 
ing accident insurance. He said there 
should be a well organized approach. 
If one has accident insurance he said 
a good approach is to ask such a per- 
son to allow him to look over what he 
has, in the way of personal insurance 
so that he can make recommendations. 
It is easier often to sell accident in- 
surance than life. In talking about ac- 
cident insurance it is important to get 
the confidence of the prospect. Acci- 
dent insurance is an excellent medium 
to secure information that can be used 
in selling life insurance. He said that 
the best accident prospects are those 
who can afford to buy life insurance. 
In case of an application he tries to get 
two referred cases especially where 
there is life income involved. He 
states that his company desires to have 
two references where a person is ap- 
plying for a policy of that kind so that 


they can be interviewed. There are 
far more accident and health claims 
than life. This gives the agent a 


chance for service and he should build 
business on these claims. 


Use of Group Insurance 


Mrs. B. M. Ashton of San Francisco 
reported that she had found out that 
unless an agent has a personal contact 
with some official in an organization of 
considerable size his chance of getting 
a hearing is remote. After attempting 
to make a dent in some of the bigger 
organizations she went to the Monte- 
rey peninsula and then solicited smaller 
concerns, She made some good ac- 
quaintances. She used the company’s 
advertisements in “Business Week” 
and “Time” . effectively. She secured 
10 group cases of moderate size. She 
uses the group insurance as an avenue 
for persona] sale, especially if all hands 
are satisfied with the group coverage. 
She has secured some business insur- 
ance through the group avenue. Mrs. 





Ashton said that wherever an organ- 
ization buys group insurance for the 
benefit of its employes, she has found 
it a good lead to the insurance of key 
men or partners themselves. She uses 
the social security act in her life insur- 
ance programming very effectively. 

She said that it should be remem- 
bered that municipal employes do not 
come under the social security act and 
she has been successful in interesting 
towns and cities in a pension plan for 
retirement. 


Claim Man’s Views 


R. K. Metcalf, head of the accident 
and health claim department, was not 
able to be at the meeting as he was at- 
tending the annual convention of the 
International Claim Association at At- 
lantic City. He prepared a paper as 
he was on the program and it was read 
by R. S. Crampton, claim representa- 
tive at Chicago, He said the Connecti- 
cut General had 35.000 claims last 
year. All these claim settlements, he 
said, should make friends for the com- 
pany and agents and the claim settle- 
ments should be used as business build- 
ers. The company insists on its agents 
participating in claim settlements be- 
cause it desires the claimant to feel that 
his friend is at court and furthermore 
the agent can use this particular case 
for extending his business, going to the 
friends of the claimant and getting 
names from him, Claim money, he 
said, is a direct advertisement and 
claim payments are tools with which 
an agent can work for building his 
business. It is very easy in case a 
claimant is satisfied with what has 
been done for him to get referred 
names. He cited” one case where 21 
persons were insured on account of a 
settlement, 'So far this year there have 
been 23,000 claims and this fact should 
be capitalized in an agent’s arguments. 


C. T. Kingston a Speaker 


C. T. Kingston of Chicago gave it 
as his opinion that’ the prospecting 
problem is within the agent himself. 
The principles of operation for life in- 
surance are sound. It creates thrift, 


it is a savings plan, it. is. a means of 
protection. It invites neighborly co- 
operation. He said’that an agent needs 
to add constantly to his fund of: knowl- 
edge. He should never form ‘hasty 
conclusions, That should be rea¢hed 
by what his knowledge’ and experience 
tell him is the best." ‘As he serve’ to 
better advantage he becomes stronger 
and more capable. An agent, he said, 
should refuse to give ‘any recommienda- 
tion as to a prospect’s insurance unless 
he has enough data so that he can give 
an intelligent suggestion,’ 


Service Gives Confidence 


Mr. Kingston’ said that gracious giv- 
ing in the way of service, which comes 
from knowledge and ‘experience, causes 
one to have greater confidence in him- 
self. The right kind of intelligence 
given to a prospect makes a friend. 

He advocated dealing with persons 
who were going up instead of going 


down. Those in the first category are 
successful and their advice 1s worth 
while. ; 


_ No declination or no .refusal to buy 
insurance should be a total loss. He 
said that there should -be salvage: froth 
all these cases.. He endeavors to-go 
back to a person who has. refused to 
give him further consideration and 
tries to make a friend of him. An 
agent, he said, should always make a 
proper evaluation of the worth. of his 
own work, Time, knowledge and ex- 
perience make a full man. The agent 
should be in a position to give. intelli- 
gently and he should know how. to 
work out the problems of his prospects. 


Sales Counsellor Spoke 

Mr. Minninger, in closing the panel, 
said that in order to get the right kind 
of prospects it requires some pains, re- 
search and investigation, He advised 
keeping a record of the time.that an 
agent uses in getting prospects. How 
often do you work on your prospect 
list, he asked? : 

M. J. Lacy, president Lacy Institute 
of. Boston, a sales consultant service, 
said that the salesman is the most im- 
portant factor in any interview. He 
must have a program and it should be 
well planned. However, it is his func- 
tion to make the program click, Mr. 
Lacy said, “A salesman must con- 
stantly train himself, He must make 
people like him. Education itself is -not 
training. Perfecting methods is train- 
ing. Get ideas and adapt them to your 
own work, Education itself will make 
a fairly good salesman, Training will 
make one a great salesman. It is easy 
to step into a groove and stay there. 
The main impulse after all back of a 
sale 1s money. Use curiosity an an 
opener in your interview. Giving your 
name and the name of your company 
does not constitute much of an ap- 
proach. The history and strength of a 
company can be’ brought up after the 
prospect is interested.” 


Alleged Embezzler Arrested 


Francis R. Carlin, former supervisor 
of St. George Fraternal Society, Chi- 
cago, charged there with embezzling 
$130,000 from the fraternal, was arrested 
on suspicion by the sheriff at Gallup, 
N. M., where Carlin had set up a thriving 
electric sign business, with a branch in 
Flagstaff, Ariz. He said he would not 
oppose extradition, and will be returned 
to Chicago to answer the charge of 
hypothecating securities of the society. 

While in Chicago, Carlin lived royally, 

entertaining friends at Arlington race 
track and playing the ponies regularly, 
according to investigators. 
_ The society, whose members, Eng- 
lish-born people, were unable to restore 
the funds to guarantee certificates, is 
in process of being liquidated and its 
business reinsured. 
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a great desire to be protected. We came 
on the scene at the right time. 

“And during the depression we went 
right ahead issuing checks during the 
bank holiday,and these checks were paid 
when the banks reopened. We took care 
of our policyholders. From this we de- 
rived a great sales advantage.” . 

Vice-president Carroll in introducing 
Dr. Cross said, “The medical profession 
lost a great family physician when Dr. 
Criss went into the insurance business.” 

“I am glad,” replied Dr. Criss, “to 
have sacrificed any success as a physi- 
cian to be surrounded by all these 
friends. To be up-to-date with our 
salesmen, our executives spend quite a 
bit of time in the field. I still sell insur- 
ance myself. This helps me and the 
others to overcome the same objections 
you meet and to help you. You in turn, 
help us draft policies which you can sell. 

“I believe that life retirement indem- 
nity has a great future. The average 
policy pays disability for a year, whereas 
we have a policy that pays for life. That 
makes a considerable difference,” 


Cther Banquet Speakezs 


Other speakers at the banquet were 
Hubert Carden, superintendent of agen- 
cies of the two companies; Vice-presi- 
dent Finch; A. W. Heurertz, Memphis, 
manager. 

Mr. Carden said the president “started 
from under scratch. He took over an 
organization that had claims due with- 
out the money to pay them. Dr. Criss 
had to get the business, aid he did.” 

The assets last year, he said, had 
grown to near $30,000,000, life insurance 
in force to $171,000,000 and premium 
income to $22,000,000. He urged spe- 
cializing by reat | to seil one policy. 

Vice-president Finch in the Saturday 
morning session recalled that Mutual 
Benefit H. & A. between Nov. 26 and 
Dec. 1, 1926, wrote $310,500 of business. 
Up to Dec. 31, 1940, the companies had 
written over $550,000,000 of life insur- 
ance. 


Injured Help Sell Accident Cover 


Manager Sheehan spoke briefly Satur- 
day, saying last year 34,000 people were 
killed by automobiles and 1,400,000 in- 
jured. The injured, he said, are spread- 
ing the word of the worth of accident in- 
surance. 

Other officials present included W. E. 
Huggins, superintendent of claims; J. F. 
Flaska, executive vice-president for On- 
tario, and W. E. Edgeworth, resident 
vice-president, New York City. 

D. S. Walker Philadelphia manager, 
was chairman of the convention com- 
mittee, assisted +-- J. E. Jones, Wash- 
ington manager; C. R. DeWitz, Balti- 
more manager; Messrs. Sheehan, Hol- 
dren and Helmbrecht; R. H. Catlin, 
New Haven, Conn., manager; F. W. 
Hale, Pittsburech manager, and A. W. 
Holtzman, Rochester, .N. Y., manager. 


Van Schaick Tells 
Supervision’s Role 
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had been required by state governments 
for many years previous. The establish- 
img of separate insurance departments 
was simply a recognition that the prob- 
lems were so complicated that they 


Peace of Mind Sought 


Mr. Van Schaick’s address was en- 
titled “The Quest for Security” and he 
spoke of the early days of insurance, re- 
ferring to the early cooperative fire fight- 
ing companies and to a certificate of a 
New York rural justice of the peace of 
1821, indicating that a farmer had lost 
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neighbors. He quoted the famous theory 
of insurance in the report of a commit- 
tee in the House of Commons in 1829: 
“He upon whom the contingency does 
not fall does not get his money back 
again nor does he get for it any visible 
or tangible benefits. He does obtain se- 
curity against ruin and consequently 
peace of mind. He upon whom the con- 
tingency does fall gets all that those 
whom fortune has exempted from it 
have lost in hard money and thus is able 
to sustain an event which would other- 
wise overwhelm him.” 


National of Vt. 
Goal $600,000,000 
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studies.” He also advised being active 
in some organization, not merely join- 
ing it but doing a real job. There is 
more fun in the latter course and there 
is more respect for the man who proves 
himself able to do a job right, he said. 


Keep After Technique 


Mr. Slater’s final admonition was to 
be constantly improving one’s technique 
of selling, for example, improving the 
inflection of one’s telephone voice; 
watching to see that the interview stays 
on the track and does not go off on 
some irrevelant tangent, as in such cases 
the prospect feels that his time is 
wasted even though he himself was at 
fault; and the timing of the sale, that 
is, not using up one’s best ammunition 
until the prospect is warmed up and 
there is a chance of its succeeding. 

L. L. Montgomery, sales consultant 
of Philadelphia, gave a highly inspira- 
tional and dramatic address that was 
nevertheless studded with some very 
usable phrases. Some of these were 
“acute dependency,” which Mr. Mont- 
gomery coined some years ago to de- 
scribe the condition of a widow with 
young children and which has since been 
widely adopted by life insurance men; 
“they would be very small ships in a 
rough sea and might never reach port 
or at least the kind of port yoy would 
want them ‘to reach,” which describes 
the acute dependency situation even 
more vividly; “frozen time and labor,” 
a phrase particularly for use to describe 
life insurance in the conservation of es- 
tates, since without it the shrinkage 
may be such that “one-third of your 
life will be wiped out as a thing of no 
value.” Instead of talking about the 
prospect’s death, it is better to talk 
about what would happen to his fam- 
ily, “in case you are not here to see 
your plans for them through person- 
ally,” Mr. Montgomery said. 

“Every million dollar producer gets 
there by getting his prospect to change 
his sense of values,” Mr. Montgomery 
said. “He must be built up to the point 
where he sees he has value far greater 
than he had known when you came in 
to see him and how much stronger a 
position he can be placed in than he 
was before.” 


Only Woman Qualifier 
Miss Esther Sullivan was the only 
woman to meet the $200,000 require- 


ment for attendance at convention, and 
qualified in her first 14 months in the 








business. Miss Sullivan paid for 62 
lives. 
Miss Sullivan started out with the 


idea of concentrating on women pros- 
pects but found herself making discour- 
agingly slow progress talking to the 
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usual run of female employes. After 
three months she decided to go after 
bigger game. She went to a friend who 
was president of a bank, explained what 
a fine company she worked for and the 
service she was prepared to give and 
found him very receptive to the idea of 
paving the way for her through tele- 
phone calls. She developed two other 
centers of influence, one an attorney and 
the other a prominent business man. 
Two of the three she had known before 
going into the life insurance business 
while the third she met during the 
course of her work. 

Miss Sullivan later went back and 
found little trouble in selling the women 
prospects with whom she had origin- 
ally gotten nowhere in her first months 
of selling. She has written a great 
many $1,500 and $2,000 policies. While 
37 eut of her 62 cases were on women, 
more than 75 percent of her volume was 
on men. 
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district representative, 





ski, 
Wis. 

“Our Day,’ B. P. Mini, field supervisor, 
Peru, Ill. 

“Where Business Comes From,’ W. T. 
Plogsterth, director of field service, Lin- 
coln National Life, Fort Wayne, Ind. 

Open Forum. 

“The Links 
trange. 


Need for More Effective 


Distribution of Sales Helps 


PHILADELPHIA—The need for 
more effective distribution of printed 
sales materials was stressed by C. P.. 
Mayfield, manager publicity Fidelity 
Mutual Life, before the Keystone 
group of the Life Advertisers Associa- 
tion. The advertising department should 
make certain of the need of a piece 
of printed matter before it is created 
The agents’ market should be analyzed 
and copy should be pointed towards fill- 
ing a need. Present day needs should 
be dramatized in a way that is accept- 
able to the man in the field. The only 


Green Bay, 


That Bind,” G. A. L’Es- 





way to do this, Mr. Mayfield sug- 
gested, is to contact agents in the 
early stage of production. Another 


method is to send a skeleton piece to 
general agents and managers with a list 
of questions on which opinions are 
asked. General agents in turn secure 
the suggestions of key agents. Thus, 
when the piece is finally printed it in- 
corporates the agents’ own ideas and 
is more favorably received. Testing is 
highly desirable, not only to eliminate 
kinks, but also to afford some experi- 
ence by which more immediate accept- 
ance may be gained. 

When a new mailing piece is intro- 
duced, its launching should be drama- 
tized with proper timing. The adver- 
tising department should continually 
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More Attention Needed by 
Agent on Call-Backs 


tine, 

When an agent makes an UNsuccessfy] 
call but deems it advisable to call bag, 
later, it is essential that he keep som, 
sort of a record of his previous con. 
versation. A layman recently reported 
how an agent who used a visual sale 
book approach_made a call back six 
months later. The agent started out by 
saying “I don’t suppose you remember 
me?” That embarrassed the prospec 
somewhat, which obviously didn’t star; 
the interview out well. 

When he started to get down to hi 
sales approach the agent was not quite 
sure whether or not he had shown th 
prospect his sales book and more or les 
put it up to the prospect to say “Ye,” 
or “No.” The prospect, being on the 
defensive, naturally replied in the af. 
firmative. 








Strong Original Approach 


In telling of the interview, the pros. 
pect said he recalled that the agent made 
a ratMer strong approach the first time 
and that he did know how to handle 
himself well, once he got into interview 
However, by getting off on the wrong 
foot on the second interview he practi. 
cally killed the possibility of a sale. 

If the agent had approached the pros. 
pect the second time by explaining who 
he was and by stating that he had been 
thinking over what the prospect had told 
him when he called before, the prospect 
would not have been placed on the de- 
fensive about the name and he would 
have been curious to learn what he had 
said in the first interview which had in- 
terested the agent. 





P. S. Macnutt, 24 year old son of 
E. A. Macnutt, vice-president and 
treasurer Sun Life of Canada, has been 
reported missing in air operations over 
Europe. The son is a sergeant pilot in 
the Canadian air force, stationed in Eng- 
land. Another son, E. G, Macnutt, is 
in the air force at Toronto and has just 
been advanced from flight lieutenant to 
squadron leader. 





“Why Disability Insurance Is a Good 
Investment for You” booklets help sell 
accident and health. 100 copies $2. Order 
from National Underwriter, 175 W. Jack- 
son Blvd., Chicago. 








keep literature before the agent and 
follow it up. Supplies should be_at- 
tractively displayed in agencies. Fol- 
low-up mailings, agency quizzes and 
prizes for effective use of various sales 
items have been found effective in 
keeping the material before agency 
forces. New dress and format may 
sometimes revive interest without 
changes in copy. 


That’s one prime thing about The 
Waldorf . . . you know what to ex- 
pect here on your New York trips. 
Big, comfortable rooms, each with 
private foyer . . . restaurants with 
the widest variety of menus and 
prices . . . the convenience of mid- 
town location with two bus lines 
at the door and near-by subway. 
You'll save time and enjoy your 
visit more. 


WALDORF-ASTORIA 


Park Avenue « 49th to 50th » New York 
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ox win ove EVERY HAND 


You sell prospects with surprising new ease 
when you show them Columbus Mutual's 
PACKAGED PLANS — the most effective sell- 
| ing strategy you've ever encountered. They 
| offer the right combinations of the things your 
| prospects want most — and need most — in the 
|] way of protection and security. And you can 
quickly show each prospect, in a dramatic, easy- 
} to-grasp way, exactly what he gets for his money! 


PACKAGED PLANS 
_ for BIGGER EARNINGS 


§} PACKAGED PLANS are so simple, clear-cut 
and appealing that you save hours of selling 
time. And PACKAGED PLANS are specially 

| designed to help you close bigger contracts with 

| every prospect — many agents have proved 

} that they do just that! You’ll immediately see 

) why these “insurance packages” are record sales 

} builders when you see them. Write for a 

| sample sales kit today! 


Example 
| THE “INDEPENDENCE GUARANTOR" PACKAGE 
] $100 per month disability income, plus $100 per 
month annuity income at 65, plus 20% more 
} insurance, all for the surprisingly low rate of 
| $43.90 per month at age 35. 


Address: JAMES A. PRESTON, Sales Manager 


She COLUMBUS MUTUAL 
LIFE INSURANCE COMPANY 
COLUMBUS OHIO 


Now IN vu fy YEAR 


A milestone at which we are grateful for the 
steadfast confidence and good will that mark day- 
by-day relations between policyholders, field force 
and home office staff. 


An anniversary in which we are striving to be 
worthy of continued leadership as one of America’s 
oldest and strongest life insurance companies. 














SPECIAL PACKAGE PLANS 


— for — 


Today’s Changing Market 


Salary Continuance 
Retirement Income 
Family Income 
Juvenile 


Life — Accident — Health — Hospital 


THE OHIO STATE LIFE 
INSURANCE COMPANY 
Columbus, Ohio 














81 YEARS OF SERVICE 





THE 


GUARDIAN LIFE 


INSURANCE COMPANY 


OF AMERICA 
NEW YORK CITY 





A MUTUAL COMPANY 
ESTABLISHED 1860 














President C. E. Becker is shown here presenting the trophy in the Franklin Life’s 
men’s golf tournament to Nick Brancato, head of the print shop, while Frank Hostetter, 
assistant to the president, and his partner Katherine Sankey, winners of the Franklin 
two-ball foursome, share the golfing spotlight. The Franklin golf tournament has 
been a high point in company activities for many decades. 

In a one-day drive in honor of Robert J. Barrett, supervisor of accident and he 
sales, General American Life agents wrote 200 accident and health applications 
$7,025 in annual premiums, setting an all-time one day company production regg 
Members of the accident department are shown here presenting Mr. Barrett with 

applications (left to right): A. J. Bockwink 
accident claims; Mr. Barrett; William YW. 
accident underwriter; Herbert O. Ude, acei 
accounting; and Theodore Sanders, assistant 
dent underwriter. 


IN TERMS OF DEFENSE PRODUCTION 
MAN-HOURS OF WORK BEING LOST | 
THIS YEAR THROUGH ACCIDENTS AND | 
SICKNESS ARE THE EQUIVALENT OF | 
ALL THE FOLLOWING: 


This group of St. Louis chairmen met recently in connection with the life underwriters committee for national defense sav- 
ings. From left to right: George H. Means, chairman, information and education; Lester S. Becker, chairman Missouri Life g 10 000 
Underwriters Association’s committee for national defense savings; Donald O. Cramer, attendance; George W. Ittig, instruc- ” 
tion; George L. Dyer, co-chairman St. Louis Life Underwriters Association’s committee for national defense savings; Harold E. HEAVY BOMBERS 
Scheppner, enrollments; Helen E. Melloh, executive-secretary, and James P. Blake, publicity. Two members, John T. Murphy, 
co-chairman, and James G. Callahan, chairman meetings, were not present when the picture was taken. 





RIGHT—The accident + 20,000 
rate has been sudiunen a FIGHTER PLANES 


by the stress of national 

defense production to the © 

point where disability to 

workers through accidents : +30,000 

and _ sickness combined Ts LIGHT TANKS 
amounts to four billion ad 


man-hours on an annual 
basis, according to the 


Institute of Life Insur- +20 
ance. Part of this loss dad BATTLESHIPS 
is being offset to the in- 


dividual through insur- 


ance benefits, but the 5 
man-hours lost to defense = 4,000,000,000 
production cannot be re- MAN-HOURS 


placed. . INSTITUTE OF LIFE INSURANCE 





Snapped as Clarence E. Pejeau, president Cleveland Life Underwriters Associatl 


Pacific Mutual Life held a meeting of its property investments department district managers and general agent for Massachusetts Mutual, presided over the September mo 
at the home office in Los Angeles: Standing left to right: T. S. Burnett, Nolan S. Coogan, Seated from left to right are: George Plante, president Supervisors Club; Chaka 
John D. Engle, K. V. Gragg, A. Elden Rex, Walter R. Clark, Herbert S. Samuelson, Lee M. Lutz, president local C. L. U. chapter; Mr. Pejeau; guest speaker, Hampton H. I fi 
Duggan and Walter H. Rolapp. educational director of Massachusetts Mutual; Elmer W. Snyder, general agent 

Sitting: Roger W. Smith, Eugene S. Cox, Ernest Gohrband, Lester L. Pando, Thomas L. Lowe Massachusetts Mutual; Warren H. Smith, representative of the general agents 
and A. N. Kemp, president. managers group; and Lloyd C. Nelson, executive secretary of the Cleveland associa 





